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Ne. 3 
Sawing Vine oo 


NET PRICES:—No. 2 Sawing 
Vise—'x to 2’ $5.00 


No 4 Sawing Vise l to 
+" $15.00 


Jobbers’ Discount 
25% 


Plus Quantity Discount 





Beaver Square-End Sawing 
Vises For All Kinds of Tubing 


In making up threadless joints it is necessary 
that the pipe or tubing be cut with a square 
end. For this purpose Beaver has created 
the “Square-End Sawing Vise’ — which 
meets this requirement ideally. The No. 2 
has a range |, to 2”—is made of aluminum. 
The No. 4 has a range 1!» to +’—is made of 
malleable iron. Both tools are self-contained 
and simple to use with a standard hack saw. 
Will not mar nor crush tubing. Made with 
renewable steel inserts. Will pay for them- 
selves first day’s use. For small sizes we offer 
the No. 100 Beaver Tubing Cutter 'g to 34”. 


BEAVER PIPE IQDLS 


300-500 DANA AVE. 


WARREN, OHIO 
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B. W. H. is promoting More 
Business for Jobbers by... 
1. Producing mechanical rub- 


ber goods that give extra | 
service. 


.Promoting the recognition 
of B.W.H. products through | 


© \. 
a extensive forceful advertis- 
per AW ing reaching every field of 
e a | INDUSTRIAL HOSE industry. 

<: ae 











Ccvanting Umrioa B. W. H. advertising gives 





BOSTON WOVEN HOS! 


BW H meons "Built With Honor 


de 
For over halt a century 8 WH. products have been mo 
with hones! workmanship — hence 
nome 


of honest materials ond 
addition to being the first three inifiol in ovr 

ome BWH 

B. WH hos to mecn nor 

Conveyor Belts mean o + 

ing operating costs snd 


type of installation which ine 


mean’ 
sOSsTON woven Host a auseer co 


B. W. H. distributors the most 
persuasive sales asset they 
have ever had on mechanical 
rubber goods. 


Vigorous sales contact is all 
that is required to produce 
More Business! 


B.W.H. advertising and B.W.H. 
quality go hand in hand — 
they are the fundamentals on 
which B.W.H. progress is built. 
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OFFER PROFIT OPPORTUNITIES a= 
TO DISTRIBUTORS... if 


Dodge “D-V” Drives offer greater value to the consumer because 
the matched quality of sheaves and belts insures smooth operation, 
long life and maximum transmission of power. 


Complete simplified data and specialized engineering assistance 
enables distributors to offer valuable service in connection with 
drive selection. 

Are you taking full advantage of the movement to modernize 
power drives and reduce power costs? If not, write us for complete 
information. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana 
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VO OUR DISTRIBUTORS 


In full appreciation of your cooperative spirit we ex- 
tend sincere wishes for a happy holiday time. May 
1936 open new vistas of greater happiness and 
prosperity for you and all who are associated 


with you. 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 


PHILADELPHIA, PA. 


MAKERS OF THE CHAIN HOISTS THAT MOST EFFICIENTLY SOLVE INDUSTRY'S LOAD LIFTING PROBLEMS 
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QUICK 


OPENING NON- 


OPENING 


A VALUE NEVER BEFORE OFFERED— 


the pipe machine user. 

The “TOLEDO” No. 999 Standard Model ',” to 2” Power Pipe 
Machine is now like the Super-Model except it is equipped with non- 
opening die heads and dies. Super-Model uses quick opening die 
heads. 

Added features are:—Rack and Pinion with thread length indicator. 
Cone-type fluted reamer. Switch guard. Four inch longer carriage 
travel. More rigid supporting of front end. All these features 
added yet the new price is only $285.00 F.O.B. Toledo or Dealer’s 
stocks. 

You will find a still greater demand for the new Standard Model 
“TOLEDO” No. 999. 


THE TOLEDO PIPE 
TOLEDO, OHIO 


THREADING MACHINE 


NEW YORK OFFICE & DISPLAY, 72 LAFAYETTE STREET 


NO. 9 
STANDARD . . °285;.. 


NO. 999 


SUPER...... °3505., 


F. 0. B. TOLEDO, OHIO OR 
DISTRIBUTORS STOCKS. 


COMPANY 
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INVENTORY 
YOUR 
FRANCHISES 


EARLY every distributor spends 

considerable money and devotes a 
lion’s share of his working hours in De- 
cember to taking a physical count of the 
stock on his shelves. He does this be- 
cause he realizes that without such a 
count he will be unable to draw a true 
picture of the state of his business at the 
end of the year. 

He carefully checks his bills payable 
and receivable, his bank balance and 
other assets and liabilities, but how often 
does he put the same searching light on 
what may well be his most important 
assets and liabilities—his franchises? 

Most certainly the franchises of some 
manufacturers are tangible assets. They 
provide the distributor with an adequate 
margin of profit, with sales and adver- 
tising support in quantities sufficient to 
insure satisfactory turnover, with prod- 
ucts kept up-to-the-minute at all times, 
with protected territories and the assur- 
ance that the manufacturers will limit 
their distribution to those outlets which 
will give them complete, but not dupli- 
cate, coverage. While it may be difficult 
to accurately evaluate such assets in dol- 
lars and cents, there can be no doubt of 
their worth. 

Just as certainly, the franchises of 
other manufacturers are liabilities. 
Such franchises require the distributor 
to carry stocks which he has only an out- 
side chance of “turning” a satisfactory 
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number of times; they allow inadequate 
margins of profit; they fail to support 
with advertising and sales help; they fail 
to guarantee quality of product; they 
offer no territory protection and they 
allow for the possibility of there being 
another distributor on the line right 
next door. Such franchises can be 
classed as nothing but liabilities. 

Strangely enough, many distributors, 
among them acknowledged leaders in 
the trade, number among the lines they 
handle many which fall into the liability 
class. This regrettable fact has a vital 
bearing on the destiny of the trade as a 
whole and on each such distributor. 

By handling the lines of manufactur- 
ers who are not whole-heartedly inter- 
ested in supply house distribution, the 
distributor not only sacrifices profit him- 
self but he replenishes the manufactur- 
er’s coffers so that he may continue his 
“no policy” activities elsewhere. The 
very real losses suffered by the industry 
through such activities add tremen- 
dously to the cost of distribution through 
distributors and jeopardize the future of 
the trade. 

All of us realize that every true bal- 
ance sheet in the trade would show many 
of these “liability” franchises. We also 
realize that it would be utterly impos- 
sible to convert them all to assets within 
one month or one year. 

However, it is just as bad business 
practice to ignore these liabilities as it is 
to overlook bills payable. Slowly but 
surely these undesirable franchises can 
be eliminated if only each distributor 
will subject them to a cold-blooded anal- 
ysis. Their eventual elimination is neces- 
sary to the continued progress of the 
mill supply trade. 





THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively 
supplying the requirements of 
the trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should rea- 
sonably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from 
his source of supply, either direct 
or indirect, among the trade cov- 
ered by his day to day solici- 


tations. 
* 


Selling helps of reasonable 
amounts so that his sales force 
may be given the advantage of 
specialized training and a knowl- 
edge of the product sold. 


* 








¥% The constancy of Republic's 
Policy through good and bad times — its 
unwavering resistance against any temp- 
tations of temporary profits—has convinc- 
ed the Mill Supply Industry that here is 
one firm whose basic business methods 


do not change. 





Republic’s Policy has aided in 
the revival of business confidence because 
it has upheld sound economic fundamen- 
tals. Experience has thoroughly justified 
our long held conviction that distributors 
are the key to greatest service and econ- 
omy as applied to the sale and use of 


mechanical rubber products. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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Over the Editor’s Desk 


T certainly is interesting and 

encouraging to note that as 
big and successful a merchandis- 
ing unit as Marshall Field and 
Company, has finally come to the 
conclusion that it cannot carry 
water on both shoulders. Fields’, 
until the recent announcement, 
was a manufacturer on some 
lines, selling jobbers throughout 
the country. On other lines, 
however, the company acted as 
a jobber, selling to dealers. This 
has all been changed with the 
new order. If Fields’ needs en- 
couragement on the soundness 
of its new course, we suggest 
that it look to the hundreds of 
manufacturers of industrial sup- 
plies who have been profiting by 
maintaining a straightforward 
policy for many years. 


® On December 9, Major George 
L. Berry, who carries the high- 
sounding title of Coordinator for 
Industrial Cooperation, will hold 
a conference of industrial and 
labor leaders for the purpose of 
discussing the good and bad fea- 
tures of NRA and making rec- 
ommendations to Congress on 
the advisability of enacting a 
permanent law. Undoubtedly, 
this conference will be well at- 
tended by labor representatives, 
who will contend that a perma- 
nent law is necessary and who 
will quote instances where the 
hour and wage conditions pre- 
vailing under codes have been 
Violated since the Supreme 
Court action. However, present 
indications are that only a hand- 
ful of industrial leaders, figura- 
tively speaking, will be on hand. 
Most of those contacted when 
the conference was first decided 
upon, have shown no interest 
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whatever in a permanent busi- 
ness partnership with Govern- 
ment. Both distributor associa- 
tions will be represented. The 


men who will attend have been 


instructed to act merely as ob- 
servers and are not expected to 
take an active part. Sentiment 
in the supply trade is against 
Government interference but 
most distributors feel that this 
activity must be watched closely. 


® The enthusiasm which liter- 
ally bubbles from the average 
distributor these days is conta- 
gious. Letters bring encouraging 
statements every day. The many 
local meetings held last month 
literally reeked optimism. What 
is most important, sales of in- 
dustrial supplies, as reported to 
the Sales Indicator, are the best 
they have been in four years. If 
more evidence is needed, it is 
only necessary to listen while 
manufacturers of industrial sup- 
plies tell you how good business 
is. Looks like it might be a right 
happy new year. 


@ It is strange that the Social 
Security Act was able to pass 
Congress without the average 
man being informed that it was 
the largest tax bill ever enacted. 
Distributors, in many local meet- 
ings during November, now real- 
ize with considerable concern 
that while its provisions appear 
innocent enough at first glance, 
the law in operation is going to 
take a goodly chunk of their all 
too meager net profits. The atti- 
tude of most of the distributors 
with whom we have talked on 
this subject is that an increase 


in prices must be made to take 
care of this. These men realize 
the difficulty in this due to the 
fact that resale prices have been 
set on many items. However, 
they are urging that manufac- 
turers give consideration to their 
dilemma when they raise their 
resales to take care of their own 
taxes—in other words, they are 
not making demands but rather 
asking manufacturers to bear in 
mind the fact that these taxes, 
at their top, will amount to a 
high percentage of net profits. 
This attitude will probably get 
farther than demands, no matter 
how loud the latter. 


® Since this issue drops between 
Thanksgiving and Christmas, it 
is appropriate that the staff of 
MILL SUPPLIES give thanks to 
the thousands of distributors 
and their salesmen who have 
supported us during the past 
year and it is also appropriate 
that the staff wish every reader 
the happiest sort of holiday sea- 
son and a most prosperous New 
Year. 


® This month you will receive 
two copies of MILL SUPPLIES. 
The Directory Issue will be 
mailed to you shortly. It con- 
tains, besides a carefully revised 
directory of makers of industrial 
supplies and equipment, a regu- 
lar editorial section and the in- 
structive advertising of over 300 
manufacturers. Watch for your 
issue. Use it in your selling as 
well as your buying. You will 
find it worth many times the 
amount it costs you, 


@ Contrary to usual practice, 
the program for the next con- 
vention—which, by the way, is 
tentatively set for May 11, 12 
and 13—is well under way. Ex- 
ecutive committees of all three 
associations, in meetings last 
month, discussed the problem 
of a sound, merchandising-type 
program from all angles and 
right now are busily engaged in 
lining up subjects and speakers 
of a caliber to interest every dis- 
tributor. This is progress! 








MAIL SALES PROMOTION 
FOR DISTRIBUTORS 


OW much should distributors 

spend for advertising? A 
survey recently completed by the 
National Supply and Machinery 
Distributors’ Association among 
its members, showed the following 
expenditures for advertising, in- 
cluding circulars, catalogs, publi- 
cations, programs, subscriptions 
and donations: Average, 0.53% of 
sales; maximum, 1.86% of sales; 
minimum, .02% of sales. 

Supply houses which concentrate 
on specialties are justified in a 
higher expenditure than the type 
of house which handles a large vol- 
ume of staples, in the sale of which 
advertising has less opportunity to 
produce results. It is also a fact 
that many mill supply houses ad- 
mittedly would like to spend more 
for advertising if they could or- 
ganize an effective method. For a 
progressive concern which is alive 
to the value of promotion work, one 
per cent of sales should be a con- 
servative appropriation. 

The setting up of an appropria- 
tion is only the first step in a well 
balanced sales promotion program. 
The next problem, and perhaps 
most important, is to spend this 
appropriation to the best advan- 
tage. Too often the distributor 
finds, in reviewing his advertising 
expenditures for the year, that his 
promotion efforts have been largely 
confined to programs, special edi- 
tions of local papers and similar 
haphazard advertisements entered 
into for policy or other reasons. He 
readily admits the need for a defin- 
ite program with budgeted expense, 
but he is at a loss to know how it 
should be expended. 

As a general rule, mediums de- 
signed to reach the general consum- 
ing public such as newspapers, 
radio, bill-boards, etc., are not eco- 
nomical. The market for industrial 
goods is too selective. 

Unless the appropriation is quite 
large, direct mail is the most log- 
ical and profitable form of distribu- 
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By 
Cc. F. CONNER 


Sales Promotion Manager 
Mechanical Goods Division, 
The B. F. Goodrich Company 


This conclu- 
based on two important 


tor sales promotion. 
sion is 
facts: 

(1) The distributor is already 
paying his salesmen to circulate 
throughout a designated territory. 
As a by-product of their work they 
learn the actual names and ad- 
dressses of the men he wants to 
reach. This is a valuable asset 
which he is paying for, whether he 
takes advantage of it or not. 

(2) It enables him to capitalize 
on the thousands of dollars worth 
of advertising material supplied to 
him by manufacturers. How often 
we find this valuable material 
stacked on shelves in the back room 
collecting dust rather than being 
used to create business and good 
will for the distributor! 

Direct Mail, like any other kind 
of advertising, calls for a plan if 
it is to be both effective and eco- 
nomical. The following six plans 
are suggested on the basis that they 
are inexpensive and adaptable to 
the promotion of all mill supplies 
and machinery. 


Selective Mail Distribution 


This plan might be called the 
“rifle shot’? method, whereby the 
prospects are dealt with one at a 
time. 

The success of this plan depends 
on accessibility and orderly filing 
of literature. Files or transfer 
cases containing the material should 
be located in the office for easy ac- 
cessibility. Each item should be 
contained in a filing folder or pocket 
which is labelled for easy identifica- 
tion. In this connection, The B. F. 
Goodrich Company recently made a 
free offer to its distributors of a 
complete set of labelled pressboard 


filing pockets as an incentive to 
keep a full line of Goodrich litera- 
ture in their office files. 

It is not intended that these 
pockets should contain your com- 
plete supply of literature but a 
small quantity of every piece of 
literature in your possession should 
be kept on file at all times. Each 
sales correspondent should form the 
habit of instructing the stenogra- 
pher to enclose literature on cer- 
tain items with each out-going let- 
ter. In time, the stenographer can 
be trained to use intelligent dis- 
crimination in the selection of such 
items without further instruction. 


Circular Distribution 


This plan requires a mailing list 
of prospects. The most valuable 
source of such names is the sales- 
man. Names may be maintained 
on cards and envelopes addressed by 
typewriter but most distributors 
have found an addressing machine 
to be more economical. Wherever 
possible, the addressees should be 
individuals—sometimes several in 
one plant. Spelling of names and 
titles must be accurate. A mistake 
in addressing spoils the effective- 
ness of a circular. 

Plan mailings at monthly or bi- 
weekly periods. Calculate the num- 
ber of pieces by the number which 
can be carried under one and a half 
cent postage (two ounces). If in 
doubt, check with post office. After 
deciding on number of pieces, place 
order for material with the manu- 
facturer, specifying quantity and 
imprint required. 

Your salesmen should be on mail- 
ing list so that they know what 
pieces have gone out to customers. 
Impress upon the salesman that 
during the week or two following 
such mailings, they should stress 
those items covered by the mail- 
ings. 

Success of this plan depends upon 
mailing lists being kept up to date. 
Copies of such lists should be sub- 
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Complete well-indexed of- 
fice file of manufacturers’ 
literature is the first step 
in effective sales promotion. 


mitted to the salesmen at regular 
intervals for correction. 


Classified Circular Mailings 


Same as plan just described ex- 
cept that the mailing list is classi- 
fied by industries. This insures a 
far more effective distribution of 
material and enables you to utilize 
printed matter on items which are 
not of general interest to your en- 
tire list. The plan involves consid- 
erably more time in the office to 
classify names and plan distribu- 
tion for several lists instead of one 
general list. 


Campaigns on Single Items 


When introducing a new item or 
when “pushing” a specialty, it is 
desirable to concentrate the cus- 
tomer’s attention on that alone. In 
such cases, it is not advisable to 
distract his attention by other en- 
closures. 

The two forms most commonly 
supplied by manufacturers for this 
purpose are a four-page letterhead 
containing a description of the 
product on the inside pages and 
blank space on the front page for 
your letterhead and processed let- 
ter or a_ self-mailing broadside 
which provides space for address- 
ing. 

With this type of mailing, it is 
often advisable to enclose a busi- 
ness reply return card requesting 
sample, price or further informa- 
tion. In the case of small speciali- 
ties, these return cards may be ac- 
tual order forms with price im- 
printed so that the customer can 
place a trial order. 


Enclosures with General Mail 


The time-honored, easy method 
of enclosing leaflets and folders 
with statements and other general 
iail. It involves less effort and ex- 
pense as the printed matter gets a 
ride.” The percentage of 
waste is so high in this method of 
distribution that its use should be 
limited to simple, inexpensive leaf- 
lets or folders on items of general 
interest to the trade. 


“tree 
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Distribution with Outgoing 
Shipments 


Some distributors make it a rule 
to enclose literature with outgoing 
packages. If handled intelligently, 
it ean be effective, but if used with- 
out discrimination, it is wasteful, 
since in a large number of cases 
such literature is thrown away in 
the customer’s receiving room. The 
shipping clerk must discriminate 
carefully in the types of literature 
enclosed and to omit enclosures en- 
tirely from shipments going to cus- 
tomers large enough to have re- 
ceiving departments. 

The ordering of literature from 
manufacturers should be handled 
in a systematic manner. 
manufacturers make it a rule when 
a new piece of printed matter is 
published to automatically mail a 
supply to all distributors. Most 
distributors would prefer to order 
their own supplies. It is suggested 
that the distributor ask all manu- 
facturers to send only a few copies 
of new pieces, allowing the distrib- 
utor to place orders for such addi- 


Some 


tional supplies as he is able to use, 
specifying quantities and the exact 
imprint desired. 

Provisions should be made for 
the proper storing of such material. 
If put on the shelf in its original 
package it is apt to be forgotten. 
On the other hand, if removed from 
the package and stored loose in 
open shelves it soon becomes dusty 
and soiled. Many distributors have 
found it pays to keep an orderly 
shelf arrangement for storage of 
literature in convenient fibre or 
pressboard boxes with specimen of 
the piece pasted on the outside. If 
it is convenient to have shelves 
closed by doors or curtains, litera- 
ture may be stacked up on shelves 
and specimens attached to the edge 
of the shelf by thumb tacks. 

Before undertaking a mail sales 
promotion campaign the distribu- 
tor should investigate thoroughly 
the various postal and mailing reg- 
ulations. 

Mail sales promotion, as outlined 
above, is a flexible and effective 
medium which can be adopted by 
any mill-supply distributor. 




































































































V7 ERSATILITY is the outstand- 
ing characteristic of the milling 
machine. It is simply the grown- 
up counterpart of a dentist’s drill 
with which everyone is familiar (to 
his sorrow), and it can get in just 
as difficult places and do it on a 
production basis. Anything from 
threading and gear-cutting to 
planing and die-sinking can be done 
on a milling machine, and its 
specialized types are legion. Unlike 
almost any other tool, it has no 
“stroke,” hence is not limited to a 
definite shape in any direction. 
Wide-face cutters mill plane sur- 
faces to any contour; rose or end 
mills shape depressions or projec- 
tions; slitting saws cut deep slots— 
and so on, work being limited only 
by man’s ingenuity in working out 
cutter shapes and set-up methods. 
There are several simple types of 
milling machines, each with count- 
less specialized variations. First 
there is the hand miller, a vertical- 
spindle machine in which the work 
is clamped to the table and fed to 
the cutter by hand. Its grown-up 
version is the vertical milling ma- 
chine, with a vertical spindle, some- 
times adjustable up and down, and 
the table fed back and forth, front 
and back, around, or up and down 
mechanically. Variations of this 
type are the router, 
(highly precise) and the die sinker. 
Next milling machine 
types is the “plain,” in which the 
driving shaft is horizontal instead 
of vertical. This machine usually 
has an outer support for an arbor 
on which the cutter is mounted, and 
is particularly good on work similar 
to planing. If a special head is at- 
tached to it, it becomes a “uni- 
versal,” capable of working with its 
shaft spindle at any angle to the 
work, and capable of being fed in 
and out in these positions. Some 
machines have tables which 
can be set at an angle and feed in 
from this position. 


jig-borer 


amony 


also 
any direction 
1—Router or hand-fed vertical 


miller. 2—Dial-type miller with 
motor-driven universal milling at- 


tachment. 3—Universal milling 
machine with special dividing 
head. 4—Automatic double-end 


milling and centering machine, 
which mills to length and centers 
both ends simultaneously. 


WHAT THEY BUY FOR 


By E. J. TANGERMAN 
Technical Editor 


Usually rapid traverses are fitted to 
move the worktable into position 
at high speed in any of the six 
directions. 

The planer-miller is a cross be- 
tween milling machine and planer, 
its table working as does a planer’s, 
while the spindle may be moved up 
and down and back and forth ac- 
Still another type is the 
Lincoln, in which the horizontal 
spindle and its housing are ver- 
tically adjustable on a rail. Such 
machines are often quite large, 
some being capable of milling, drill- 
ing and facing an entire machine 
frame without repositioning it. 


ross. 


From these basic types have 
grown any number of specialized 
machines, handling everything 


from very precise toolroom work 
to high-production jobs. Prominent 
are the rotary and continuous ma- 
chines, in which a rotating table 
carries work under the spindles, the 
operator setting up one rixture 
while work in another, or several 
others, is being machined. If the 
spindle is horizontal instead of 
vertical, the machine is called a 
“drum” type. The machine may 
also have several work positions, 
ach doing a different job, or 
several working heads which may 
be set up in turn. Still other types 
have a gang of cutters set up to 
mill a special contour, cut several 
gear teeth at a time, or do similar 


work. Some of these types have 
been so developed that they are 
largely automatic, doing milling, 


drilling and boring simultaneously. 

Milling made in 
special shapes, staggered or off- 
set, or may be individual blades 
positioned in the cutter head. This 
last is done to save metal cost and 
speed sharpening on _ production 
jobs where cutter size is large or 
expensive steels are needed for the 
cutting edges. To meet require- 
ments for cutting modern mate- 
rials, cutters are now available in 
high-speed steel, carbon steel and 
cobalt steel, or with edges of 


cutters are 


















































































MILLING MACHINES 


Tools, accessories and 
supplies you can sell 


Stellite, high-speed steel or tungs- 
ten carbide. 

In addition to cutters, the milling 
machine requires’ collets and 
adapters to fit between cutter shank 


or arbor and spindle, arbors if 
larger cutters are used, vises, 
parallels, bolts, clamps and the 


other paraphernalia so useful in 
setting up one-time jobs, indexing 
or dividing heads, jigs and fixtures 
(for which distributors may supply 
parts such as bushings, bolts, nuts, 
locking elements, etc.) and such 
supplies as work lights, motors or 
other drive elements if the machine 
has no built-in drive, coolant pumps, 
waste, oil cans, wrenches, brushes, 
workholders, as well as the complete 
kit of machinist’s tools. Since the 
milling machine operator is a full- 
fledged machinist in the usual small 
machine shop, he is a prospect for 
almost all hand tools. In produc- 
tion shops, where some milling-ma- 
chine operators handle specialized 
machines, these men have need only 
for small supplies, but the plant 
owner will need lubricants, cutting 
compounds, cutters, collets. arbors, 
adapters, drive parts, and so on. 
There are also many specialized ac- 
such as universal cam- 
milling, slotting, circular and high- 
speed milling heads, thread-milling 
heads and similar elements, 
though these usually must be 
ordered specially from the manufac- 
turer of the particular machine. 

Now for a few pointers; if you 
are getting special cutters to fit a 
job of unusual shape, better send in 
a drawing of the workpiece to the 
manufacturer of the cutters. 

If a customer complains about 
his cutters, check these things: 
Is he keeping them properly 
sharpened, in other words are all 
cutting edges working evenly? See 
that the user looks over his cutters 
occasionally to see if they are sharp, 
or that he has a definite schedule 
for sharpening production cutters. 
How coolant? Lubricant 
should be used freely when milling 
wrought iron or steel. Lard oil is 
commonly used, although a less-ex- 


cessories, 


al- 


about 


lb. sal soda, 
pint lard oil, 4 pint soft soap in 
water enough to make 10 quarts. 
Boil 4 hour. 

Now for cutter clearances: Most 
modern formed cutters are designed 
so that they need be sharpened only 
on the cutting face, thus not alter- 
ing the ground form. Clearance 
angle must be greater for small 
cutters than for large, 6 deg. for 
cutters under 3 in.in diameter 4 deg. 
for cutters larger in diameter. The 
“land” or section immediately back 
of the cutting edge should be 0.02 
to 0.04 inch before the clearance 
begins. End mills may well be 
hollow-ground slightly, making the 
teeth a thousandth or so lower at 
the center so they will not drag on 
the work. If the 
trouble with vibration, see 
clearance is too great. 

Feeds and speeds vary all over 
the lot, depending upon the job. 
With high-speed steel cutters, good 
speeds are: brass 150-200 feet per 
minute, iron 80-100 f.p.m., 
machine steel 80-100 f.p.m., an- 
nealed tool steel 60-80 f.p.m. For 
carbon-steel cutters, 80-100 
f.p.m., cast iron 40-60 f.p.m., ma- 
chine steel 30-40 f.p.m., annealed 
tool steel 20-30 f.p.m. 

The following pages illustrate 90 
typical tools for use with the mill- 
ing machine and identify each by 
its proper name. 


pensive mixture is: } 
| 


operator has 
if the 


cast 


brass 


FOR THE SPINDLE: 

1. Plain Milling Cutter Serie of 
Straight cutting edge type used when 
face width is less than ~ in. Used on man 
irel 21 

2. Wide-Face Cutter——-Spiral-tooth plain 
‘utter used when face width is greater 
than 3} inch 

3. Helical Plain Cutter——Used for 
heavy cuts or for removing an uneven 
amount of stock without gouging. Pro 

uces a fine finish without chatter 


Diameters to 4 in., face widths to 10 in 

4. Arbor-Type Cutter——For internal fin 
ishing, either from drilled hole or from 
workpiece end. Fed sidewise. Steep spiral 
gives easy cutting and smooth finis! 
reeth undercut for free cutting. 

5. Side-Milling Cutters—Cutting edge 
nm periphery and on one or both side 
(‘sed for slotting, keyway cutting, sizing 
bolts, ete Often used in pairs to siz 
nut heads, ete., and then called “straddl: 
“utters.” Staggered-tooth types also 

6. Inserted-Tooth Face-Milling Cutters 

Machine-steel hody with high-speed steel 


5—Cam-lock type cutters and 
adapters. 6—Milling exhaust 
manifolds on a continuous verti- 
cal-spindle machine. 7—Rotary- 
type vertical-spindle machine 
milling connecting rods. 8—Miill- 
ing planer, capable of planing, 
milling, boring and drilling 





cutting edges or teeth held in place by taper 
bushing and screw. LEither left- or right- 
haad, 

7. Spiral End Mill—Lither right- or 
left-hand (shown) and with tapered or 
straight shanks. Larger sizes go on arbor, 


look like No. 5, but wider and more 
spiral to cutting edge. 

8. T-Slot Cutter—Left- (shown) or 
right-hand cutters, straight or taper (with 
or without tang) shank. Used for milling 
out T slots 

9. Convex Cutter—-For milling out a 
half circle up to 1-in. circle. Can be 
sharpened without changing outline by 
grinding only cutting faces. 

10, Concave Cutter—For milling to leave 
projecting half-cylinder section up to 1 
in. wide. Sharpened without changing out- 
line. Opposite of No. 9%. 

11. Corner-Rounding Cutter Has side 
as well as radial clearance and can be 
ground without changing outline. Right- 
or left-hand. 

12. Metal-Slitting Saw—One of several 
types, this has side chip clearance to per- 
mit very deep slotting, reduce dragging, 
ete. Also toothless rotary shear types in 
various bevels. 

13. Ground-Form Cutters—-Developed to 
cut very accurate forms, thus permitting 
interchangeability of finished work. A 
most endiess variety of shapes, including 
shape cutters, gear-tooth cutters, gang gear 
cutters (cut several teeth at once). Sharp- 
ened on cutting face only, thus not chang- 
ing form. 

14. Adjustable Hollow Mill —- Inserted 
blades. Used for finishing primarily. Two 
cutting edges; other blades are rests. 

15. Angular Cutter with Threaded Hole 

This is left-hand, 60-deg. included-angle 
cutter. Many other shapes. 

16. Fly-Cutter Arbor—One of several 
types, this one for machines with standard 
spindle end. Shaped cutting blade is in- 
serted in square hole and held by setscrew. 
Thus gives wide variety of forms easily and 
cheaply. Similar type for face-milling cut- 
ter. 

17. Adapter—One of several types, this 
one for standard spindle end. Holds ar- 
bors, end mills, ete., with Morse taper 
shanks. Also “chuck adapter” for holding 
a chuck, “cutter adapter’ to hold cutter, 
ete. Held in place by draw-in bolt through 
hollow spindle. 

18. Spring Collet—-Used in spring chuck 
19 to hold round rods, wire, bushings, etc., 
for milling, where many of a size are 
worked. 

19. Spring Chuck—Wrench shown is 
used to tighten it on threaded spindle. 
Outer end is collet (18) holder, bolted to 
holder plate, thus can be adjusted for very 
accurate centering Bar stock is fed 
through chuck and collet, collet being 
drawn in to clamp. 

20. Collet—-Used as filler between large- 
size spindle hole and small-size cutter or 
drill shank in milling. Usually ground. 
Some types have no tang, others special 
tapers, threaded, etc. 

21. Arbor—Drawn into spindle at one end, 
suported at other by over-arm or other 
bearing. Carries cutter positioned between 
spacers and held tightly by nut. Usually 
keyed also. 





FOR THE TABLE: 


22. Universal Packing Block——-Comes in 
several sizes, disk-ground on all faces to 
give true surfaces. Sizes chosen so will 
interfit with others, hence provide conveni- 
ent set-up blocking. 

23. Vise Hold-Downs—Used in sets of 
two to clamp workpiece. As shown at end, 
clamping fingers are held in up position by 
concealed spring until closing vise pushes 
hold-downs against work. Then clamping 
fingers push work down against vise bed 
to get proper contact. 

24. Step Blocks—Used alone or in com- 
bination with packing blocks 22 for desired 
set-up heights. Steps spaced differently to 
give wide variety. 

25. Toolmaker'’s Adjustable Knee —Of 
great assistance in laying out and setting 
up work for accurate finishing where angu- 
lar measurements are required. An expen- 
sive accessory, useful only where very ac- 
curate work is required. In some cases, 
where radius work is done, may be replaced 
by a dividing head, which will advance or 
rotate workpiece a given angular distance 
between strokes. 

26. Swivel Vise—-An alternate to type 
29 and 33 for small work. Swivels com- 
pletely around, has double jaw, two or three 
clamping screws. Square base held to tabl 
with T bolts, 
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27. Adjustable Parallels—Usual size ad- 
justable from j to 23 in., and can be locked 
to micrometer measurements. 
usually required in setting up and provides 


production and routine jobs. 
are better than one. At left is bracing type. 
29. Vise—Holds small work easily ; swivel 
Inexpensive type, suitable only for 


30. C-Clamp—One 
sizes for general clamping. 
31. Equalizing Jaws 
odd-shaped pieces in vise 29. 


types for clamping % and @ nuts, 
33. Double-Jaw, 
to grip taper or odd-shape pieces. 


they are either cold-rolled steel or 
hardened and ground 
steel or steel castings. 

q or Coolant Can 
' for coolant when cutting tough iron, etc. 
36. Square-Head 


heavy pieces with 


cutting oils, coolants. 
pump built in usually. 


Newer machines have 


Angle Plate or “Knee” 


ing machine operator is a full-fledged ma- 


micrometers up 


other tools in this group. Illustrated is the 


* is used to measure interior sur- 


holder with a number of accurately gradu- 


who machines large pieces. 
# in. wide and 25 to 50 ft. long, graduated 


45. Beveled-Edge Steel Square 
double-beveled to give line contact. 


46. Speed Indicator—-Used to 
and pulley speeds, 


47. Firm-Joint Hermaphrodite 
pieces or gaging 


48. Cutter Clearance Gage 
correct clearance angle in grinding cutters 


styles of cutters up to 8 in. in diameter. 
49. Universal Surface Gage 


ments and scribing lines parallel to a sur- 
V-groove in hardened base for cylin- 
extended below base 
can be used as depth gage. 
50. Fillet or Radius Gage 


ing fillets and in laying out. 
51. Thickness or 
ous types, some with as many 


For measuring flanges, 
circular pieces, through pulley hubs, or for 
setting calipers 

53. Rule Clamps 
scales together, 
Rules may be of same or differ- 


4To clamp two rules or 


Protractor—One 
interior or exterior angles 


Vernier indicates 1/12 
55. Sine-Bar Fixture—For toolrooms and 


Used for accurate locating 


testing with extreme accuracy. Usually 
owned by plant. 

57. Die-Makers’ Square—For quick de- 
termination of die clearances, etc. Narrow 
end of straight blade useful for small holes 
and grooves. Used by toolmakers. 

58. Screwdrivers—aAn assortment always 
comes in handy. 

59. Soft-Head Hammer—-Will not mar 
surface struck. Some types have inter- 
changeable heads of wood, lead, leather 
and brass or bronze. 

60. Ball-Peen Hammer—Operator should 

have about three in various weights, 1, 
and 3 lb. for example. 
_ 61, Steel-Beam Trammels—For measur- 
ing, scribing or locating large arcs, and 
with special V points for scribing around 
holes. Beams usually about 1 ft. long. 

62. Tool Box—One of many types. Holds 
and protects finer tools of every machinist. 

63. Zig-Zag Rule—No machinist can have 
too many rules. This is the familiar ‘“‘car- 
penter” type. May be metal and shorter 
than 6 ft. 

64. Crescent or Adjustable Open-End 
Wrench—Very convenient in setting up or 
adjusting clamps, etc. 

65. Secrapers—Singly or in sets, depend- 
ing upon amount of scraping the operator 
does, or fine finishing of surfaces by hand, 
particularly bearing surfaces. 

66. File Handle—May be wood or plastic 
material. Transferred from file to file. 

67. File Card and Brush or “Back”—For 
cleaning file teeth. Has bristles on one side, 
stiff wire bristles on other, sometimes small 
pick on side. 

68. Files—lIllustrated are flat, square and 
round types. Used in cleaning up surfaces, 
removing burrs, ete. Often furnished by 
company in larger sizes. 

69. Flat Chisel—Usually required in sev- 
eral sizes, widths and weights, depending 
upon work, . 

70. Key-Seating Chisel—Special squar: 
tip, ground on one side and used to get 
square corners in keyseats. 

71. Cape Chisel—Same as 70, but ground 
from both sides. Commonly used for goug 
ing, grooving, cleaning up shaped grooves, 
etc. 

72. Prussian Blue—Liquid used instead of 
86 and also very extensively to determine 
whether bearing surfaces are mating prop- 
erly. It is rubbed on thin, then surfaces 
are rubbed together. High spots show up 
by rubbing off blue and are then scraped 
down with 65. 

73. Depth Gage—For accurately measur- 
ing depth of slots, holes, etc. 

74. Scriber—-For scratching lines on steel, 
usually over 86. Some have tungsten-car- 
bide or Stellite tips for longer wear. 

75. Round-Nose Chisel—For chipping out 
corners in fillets and for finishing cprners 
of radius grooves. Usually in several sizes 

76. Diamond-Point Chisel—For chipping 
out corners. 

77. Automatic Center Punch—Spring- 
loaded for one-hand marking of points along 
a machining line, etc. 

78. Crowbar or Dolly Bar—Used in lift- 
ing or wedging over workpiece slightly. 

79. Outside Calipers-—For measuring and 
zsaging or comparing fits with Inside cali- 
pers, 82. 

80. Dividers—-For measuring and laying 
out circles on fillets. 

81. Machinist’s Level—Usually 6 or 9 in. 
long, with horizontal and two vertical bub- 
bles, all very sensitive. 

82. Inside Calipers—For measuring 
widths of slots, ete. 

83. Center Punch—For marking scribed 
lines, etc., with 84. 

84. Layout Ball-Peen Hammer—For lay- 
ing out work. Much lighter than 60. 

85. Caliper Square—Accurate. For in- 
side and outside measurements and as fixed 
gage when several like pieces are shaped 
up. 

86. Carpenter's Blue Chalk—Rubbed over 
metal surfaces on which accurate lines are 
to be scribed. Helps them to be seen. 

87. Pocket Slide Caliper—-For measuring 
slot mouths and setting and measuring 
calipers. 

88. Steel Scale (Flexible)—-6-in. or 9-i: 
(probably both) and 4 in. wide, for general 
measuring. Very convenient. 

89. Combination Square—12-in. steel scale 
with three heads, one square, one mite! 
one centering (for finding centers on cyli! 
drical pieces). 

90. Key-Seat Clamps—For the operator 
who does a lot of work on shafts. Attached 
to steel rules for laying out keyways and 
scribing parallel lines on circular pieces 

Usually the operator will need a hand- 
book, plus an occasional specialized techni- 
eal book. 
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PROFITABLE STORING METHODS 


A few suggestions on efficient stores control 
which the distributor’s salesman can pass on 
to hiscustomers. Incidentally, they may prove 


T should not be necessary to sell 

the average industrial distribu- 
tor on the importance of efficient 
storing methods. 
ist, generally speaking, on this 
phase of industrial activity. Not 
so, however, with many of his cus- 
tomers, who, through careless and 
inefficient methods, lose large sums 
each vear. 


He is a special- 


The distributor’s salesman who is 
regularly contacting stores officials, 
will find them genuinely interested 
in many of the 
which 


tips on storing 
The passing on of 
this information may well serve as 
one additional service to the many 
being rendered each day.  Inci- 
dentally, distributor executives re- 
sponsible for storing of 


follow. 


merchan- 
dise, many find helpful suggestions 
in the simplified 
below. 


system outlined 

An efficient stock records system 
will save the investor its cost in a 
very short time. A_ responsible 
business would not think of 
day’s cash receipts, 
dumping them into a bag, and de- 
livering them to the bank without 
an accurate record of the amount. 


man 
taking the 


of value right at home. 


By 
J. E. BALES 


Stores Engineer 
Lyon Metal Products, 
Incorporated 


book or an adequate receipt. Yet 
many companies treat valuable 
stock items, which represent cash, 
in just this way. 

It is also a well-known fact that 
in a great many stock rooms the 
stock is not well balanced. There 
is an over-supply of a large num- 
ber of articles, and an under-sup- 
ply of others. 
resents an 


The over-supply rep- 
investment 


necessarily tying up capital. The 
under-supply is wasting the invest- 
ment in labor and overhead, with 
specific jobs and orders tied up 
waiting for required parts. 

As an example, why should a full 
gross of valves, costing $144, be 
purchased when the consumption 
records show only twelve per year 
have been used in the past five 
years? Purchasing in dozen lots, 
even if the price were $1.50 each, 
would leave $126 available for other 
uses. And money, compounded an- 








Typical storeroom S EEPERS 
layout of eight OFFICE 

racks, double-faced, 
showing method of L 
designating bins. 








Simple stock record | 2 


card which gives 
status of stock at T 
all times as well as 
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A simple, effective system, that 
is easily operated and which will 
instantly give complete informa- 
tion on any particular stock item, 
is highly desirable. The stock rec- 
ords should tell: (1) Consumption 
during any given period; (2) bal- 
ance on hand, and (3) 
located. 

In order to explain every detail 
of one such stock-keeping system 
in a clear, easily understood man- 
ner, we will use a typical installa- 
tion of 16 racks (eight racks, 
double faced), each rack 12 feet 
long, 7 feet high. This particular 
system is not, of course, confined 


where 
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to an installation of this size and 
character. The installation illus- 
trated is only used as an example to 
show the flexibility of the system 
and its capabilities of being adapted 
to any installation, however small 
or large. 

In developing this system, take 
every rack as a separate unit. The 
first step in identification is to 
label each rack (on each end) with 
a letter—“‘A”, “B”, “C”, “D”. If 
more than 26 racks are used, the 
lettering can be continued by using 
“AA”. “EE. 

The second step is to identify the 


individual section of each rack. 
Note carefully illustration 2. The 
sections are numbered ‘“1’’, “2”, 


“3”, and “4”. In this typical in- 
stallation, these racks had but four 
sections. It will be readily under- 
stood, however, that a rack of any 
length could be built to allow for 
individual section numbering. These 
numbers can either be suspended 
from the ceiling, sign fashion, or 
attached to the top as illustrated. 
The latter method is recommended 
as being most satisfactory. 

The third step is the numbering 
and identifying of the openings in 
each section. It is optional whether 
the opening be lettered from the 
top down or vice versa. In this ex- 


DECEMBER 1935 


ample, we will letter the openings 
from the top down—the letters (in 
either case) being consecutive. The 
top shelf is lettered “A,” the second 
“B,” and so on down. Next, each 
individual compartment on each 
shelf is given a number, “1”, “2”, 
“3”. In other words, where the 
opening is plain, (without divid- 
ers), such as the top shelf in the 
first section of rack “A’’, the open- 
ing would be designated as “A-1- 
A-1” When the shelf openings are 
divided by crosswise dividers, it is 
necessary to number them consecu- 
tively. For example, note illustra- 
tion 2 again, rack “A’’, section “1”, 
shelf “D” has two compartments. 
Each compartment is given a num- 
ber, “1”? and ‘2’. Hence the loca- 
tion of a certain article here would 
be designated as ‘‘A-1-D-2”"—mean- 
ing the second compartment in the 
fourth opening from the top, in sec- 
tion one of rack “A”, 

The third step completes actual 
numbering and lettering of the 
racks, sections, shelves and com- 
partments. Quite often, as an ad- 
ditional safeguard, one article in 
each bit is securely tagged with all 
necessary information. Every item 


Illustration 2. A typ- 


ical installation of 
steel racks. This sys- 
tem lends itself to 


limitless expansion. 


should be properly requisitioned be- 
fore the stock is removed from the 
bin. This requisition, with copies 
of the purchase order and receipts 
for incoming articles, enables the 
stock-keeper to keep a complete 
record at all times. 

A great many methods of keep- 
ing a perpetual stock record have 
been devised—some of them very 
simple and very efficient, others too 
elaborate and complicated to func- 
tion properly. 

It is impossible to designate a 
method that will fill every require- 
ment, as each business differs some- 
what in detail, but the card illus- 
trated on page 16 has proved very 
satisfactory in a number of cases. 
We believe it will serve as a basis 
for devising a practical system for 
everyone. This particular card not 
only shows the name and article 
and its location, but also bears a 
space for Account Number, Maxi- 
mum and Minimum Stock, Purchase 
Order Number, Requisition Num- 
ber, and Date of Orders. It also 
makes possible, by simply entry, a 
record of parts received, parts is- 
sued, and balance on hand. 

One such card should be provided 
for each item in stock. Cards 
should be filed in a vertical file, or 
in one of the visible systems. 


(Continued on page 66) 























Ewing Galloway, N. Y. 


By L. TSCHIRKY and 
P. F. CALLAGHAN 


Dealer Department, General Refractories Co. 


Philadelphia 


REFRACTORIES 


At the bottom of every 
smokestack there is a fur- 
nace—lined with refractor- 
ies that require frequent 
repair and replacement. 


A “small order” of re- 
fractories being loaded at 
a distributor’s warehouse. 
Note especially the ease 
with which fire brick can 
be handled. 





—A Major Line for Industrial Distributors 


When considering the sale of a 
new line, the industrial distributor 
generally asks all or most of the 
following questions: 

1. Is there a wide market for 
the products among our reg- 
ular industrial customers? 

2. Is it sold to the same 
plant-operating officials as 
our other major lines? 

3. Is the margin of profit and 
the possible volume as large 
as on other major lines? 

4. Will a modest investment se- 
cure an adequate stock and 
will that stock turn over with 
reasonable rapidity? 

5. Are our warehouse facilities 
adequate? 

6. Is the stock from loss 
due to obsolescence and de- 
preciation? 


free 


-] 


. Can our salesmen learn to 
sell this line without undue 
study or special training? 

8. Does the manufacturer pro- 


vide advertising matter, sales 
helps and personal calls with 
our salesmen? 

9. Are the territorial arrange- 
ments definite and exclusive? 

10. Is the line complete, includ- 

ing all products in the na- 
ture of refractories which 
may be called for by our 
trade? 

There are some manufacturers of 
refractories who can answer all of 
these questions very definitely in 
the affirmative. Accordingly, the 
sale of a complete service in refrac- 
tories is a major line especially 
adaptable to industrial distributors 
which can be profitably adopted by 
many mill supply houses. 

A brief discussion of the sub- 
ject of the sale of refractories on 
the basis of the above questions 
will clear up a number of problems 
which may be in the minds of cer- 
tain industrial distributors who 
may have been considering the sale 
of a line of refractories, as well as 


those who are thinking of extend- 

ing their activities in this field. 

1. Is there a wide market for the 
products among our regular in- 
dustrial customers? 

One of the widest and most im- 
portant uses for refractory mate- 
rials is in boiler furnaces. Prac- 
tically all stationery boilers, from 
the domestic house-heating boiler 
right up to the largest steam gen- 
erator in central stations, require 
refractories for lining of the fur- 
naces. While in many districts cen- 
tral station power has taken the 
place of individual generating 
plants, the great majority of the 
industries use steam which they 
generate in their own boilers either 
for the manufacture of electric 
power or for heating or other proc- 
ess work or both. This fact im- 
mediately puts the majority of in- 
dustries which are alre: con- 
tacted by mill supply houses on the 
list of refractory users. 

While the lining of boiler fur- 
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naces is a wide and important field 
for the sale of refractories, it is 
by no means the most important 
field. Metallurgical plants have al- 
ways been the largest single group 
of refractories users. With the in- 
creasing development of alloys and 
special metals, which are now often 
manufactured in small units, and 
the greatly improved equipment for 
the processing of these metals by 
heat treatment, the market for re- 
fractories in the metallurgical field 
has not only increased in recent 
years but has greatly diversified. 

Refractories are used in very con- 
siderable quantities in pig iron and 
ingot steel producing plants, in grey 
iron foundries, in malleable iron 
foundries, in steel foundries, elec- 
tric furnace plants, in forge and 
heat treating plants. 

In addition to the various indus- 
tries already mentioned, paper and 
pulp plants, gas manufacturing 
plants, many chemical plants, ce- 
ment, lime and gypsum plants, 
china, porcelain, brick and sewer 
pipe plants, oil refineries and rail- 
roads are all substantial users of 
refractories both in large car-lot 
shipments and in small quantities 
for repair and replacement work. 
It is no exaggeration to say that 
practically every smokestack or 
chimney leads down to fire brick 
and high temperature cement. Cer- 
tainly this indicates a broad market 
in almost any territory where in- 
dustrial distributors operate. 

2. Are they sold to the same plant 
operating officials as our other 
major lines? 

The answer to this question is 
definitely yes. Those responsible 
for the purchase of refractories are 
the plant superintendent, chief en- 
gineer, master mechanic and pur- 
chasing agent, and in metallurgical 
plants the departmental or furnace 
superintendent. These individuals 
in every plant are regularly con- 
tacted by industrial distributors’ 
salesmen. Confirmation of this can 
be had by referring to the market- 
ing charts on high-temperature ce- 
ments and fire brick that appeared 
on pages 40, 41 and 45 of the Sep- 
tember, 1935, issue of MILL 
SUPPLIES. Therefore, the sale of 
a refractories line does not involve 
the problem of building up new con- 
tacts but instead offers an oppor- 
tunity to capitalize on contacts al- 
ready established. 
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. Is the margin of profit and pos- 
sible volume as large as on other 
major lines? 


An inquiry to a refractories man- 
ufacturer interested in selling 
through distributors will indicate 
that the possibilities for profit to 
distributors in the sale of refrac- 
tories are fully as large, and in 
some cases larger, than on other 
major lines. Another very attrac- 
tive feature of a refractories ac- 
count is the fact that there is no 
small order evil. Almost the small- 
est order which could be placed 
for refractories would be for a 100- 
lb. package of high-temperature ce- 
ment, which would sell for approxi- 
mately $5.00. The average order for 
shipment out of distributor’s ware- 
house would probably be closer to 
$50.00. 

As to the possible volume of 
sales, this, of course, varies with 
the potentialities of the territory 
and with the experience of the dis- 
tributor, but suffice it to say that 
there are a number of industrial 
distributors who are already doing 
a business in refractories with a 
gross volume in excess of $50,000 
per year, some of them consider- 
ably in excess of this figure. 

4. Will a modest investment secure 
an adequate stock and will that 
stock turn over with reasonable 
rapidity ? 

This question can be easily and 
quickly answered. The investment 
required for an adequate stock of 
refractories will vary with the vol- 
ume of business done, but a satis- 


A typical warehouse stock 
consisting of fire brick, 
high temperature cements 
and plastic fire brick. Note 
the small amount of floor 
space consumed. 
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factory initial stock can be secured 
in most territories for something 
less than $1,000 and an investiga- 
tion will prove that this stock will 
turn over from four to ten times a 
year from the very beginning, pro- 
vided, of course, that the line is 
properly sold and properly serviced 
by the manufacturer. 

5. Are our warehouse facilities ade- 

quate? 

This question is one which is fre- 
quently on the mind of an indus- 
trial distributor who is contemplat- 
ing the sale of refractories. On 
this page is a picture of a typi- 
cal stock such as referred to above, 
piled in an accessible manner in a 
distributor’s warehouse on an area 
10 feet by 13 feet and to a height 
not exceeding 6 feet. Note that 
the material is all in easily handled 
sacks and drums and in the shape 
of clean, rectangular standard size 
brick. Note also that the units are 
all of reasonable size so that they 
could be handled by one man with- 
out any special hoisting or rigging 
equipment. There are no shelves, 
racks or other storage equipment 
required, and the material does not 
require any special protection ex- 
cept against rain or other excessive 
moisture. 


> 


6. Is the stock free from loss duc 
to obsolescence and depreciation? 
It can be definitely stated that 
there is absolutely no loss from ob- 
solescence in a stock of refractor- 
ies, and the only depreciation which 
could occur would be due entirely to 
careless handling. 













7. Can our salesmen learn to sell 
this line without undue study or 
special training ? 


This question is one which might 
be discussed to considerable length. 
Obviously, no major line can be sold 
by an industrial distributor’s sales- 
man without some study and prep- 
aration. There are, however, com- 
plete lines of refractories available 
which do provide for the distribu- 
tor’s salesmen a complete and eas- 
ily understood sales manual which 
gives essential facts on prices and 
products and competitive brands, 
etc., in a way that they can be 
easily referred to. All manufac- 
turers whose policy it is to mer- 
chandise through distributors and 
who are successfully doing so, pro- 
vide for direct contacts of the dis- 
tributor’s trade by field representa- 
tives who not only assist the 
distributor’s salesmen in selling re- 
fractories to their trade, but also 
provide individual education in the 
various necessary features of a re- 
fractories line. In this connection, 
it should be borne in mind that re- 
fractories are a consumable supply 
and not a capital goods line. In 
other words, unlike bearings or 
machine tools, or even belting and 
pipe, refractories are consumed and 
bought over and over again by the 
same customers. This condition 
not only makes for repeat business 
where satisfactory service is given, 
but also enables the customer to 


become more and more familiar 
with his requirements. Thus it 
will be found by industrial dis- 


tributors’ salesmen that very often 
the customer knows exactly what he 
requires and it remains only for the 
salesman to convince him that the 


line which he has to offer is equal 
to or better than that which the 
customer as been using, and also 
to be on the job when the customer 
requires refractories. 
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. Does the manufacturer provide 
advertising matter, sales helps 
and personal calls with our sales- 
men? 

The answer to this question is 
that there are refractories manu- 
facturers who provide suitable ad- 
vertising matter, sales helps and 
personal sales assistance and most 

certainly no industrial distributor 
should take on a line of refractor- 
ies until he is satisfied that the 
manufacturer can and will provide 
this service. 

9. Are the territorial arrangements 

definite and exclusive? 

Here, also, the industrial distrib- 
utor should satisfy himself that the 
territorial arrangements offered are 
definite and exclusive. Manufac- 
turers of refractories whose policy 
it is to merchandise through dis- 
tributors are glad to make such ar- 
rangements with suitable distrib- 
utors. 


10. Is the line complete including 
all products in the nature of re- 
fractories which may be called 
for by our trade? 

The great bulk of the business 
done by a mill supply house in re- 
fractories will be in products known 
as high-temperature cement, casta- 
able refractory, plastic fire brick 
and fire clay brick. These are the 
products which should be stocked. 
There are, however, a number of 
special refractory materials such as 
high alumina clay brick, chrome 
brick and cement, magnesite brick 








and cement, silica brick and silicon 
carbide brick, which although not 
customarily carried in stock are 
frequently called for by certain 
industries. The mill supply house 
which attempts to sell a refractor- 
ies service should be in a position 
to supply these special materials 
direct from the manufacturer. If 
an industry which has requirements 
in these materials is obliged to call 
in an outside source of supply for 
them, very frequently this other 
source of supply succeeds in selling 
their entire requirements. There- 
fore, it is highly important that 
a refractories connection be such as 
to enable the industrial distributor 
to supply every refractories re- 
quirement of his trade, and, of 
course, there is a great advantage 
to the distributor in being able to 
secure all of these materials from 
one source of supply. 

The mere fact that a complete 
service in refractories has not un- 
til recently been considered a stand- 
ard line with mill supply houses 
should not deter up and coming 
distributors from taking on the sale 
of such a line. We see every day 
new evidences of transitions in in- 
dustry (particularly with regard 
to distribution methods) which are 
taking place all around us. In the 
early days of American industry 
few industries required the num- 
ber of high-grade refractories prod- 
ucts which they require today and 
the comparatively simple require- 
ments in refractories of those days 
could be adequately furnished by 
the numerous small fire brick plants 
which dotted the country. Today, 
with the greatly increased number 
of processes requiring high fur- 
nace temperatures, the refractories 
business has become an important 
service in industrial supplies. Re- 
fractories manufacturers have seen 
the need for more adequate distribu- 
tion of their products and the pur- 
pose of this article is to call to the 
attention of industrial distributors 
the fact that the line is one which 
distributors can profitably handle 
and one which will add to the 
service they are rendering. 


Sales meetings such as this— 
the H. N. Crowder, Jr. Com- 
pany sales force—help to teach 
distributors’ salesmen to sell 
refractories. 
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Central States banquet, November 18, attended by 476 distributors and manufacturers. 


LOCAL MEETINGS FEATURE 
ASSOCIATION ACTIVITIES 


Paced by outstanding Chicago gathering, both distribu- 
tor associations and manufacturers’ group hold successful 
meetings in many cities during November. 


ERHAPS more distributors 

and manufacturers met to- 
gether for the purpose of working 
out common problems during No- 
vember than during any similar 
period in the history of the indus- 
trv. This was not the result of a 
national convention, of course, but 
rather of unprecedented attendence 
at executive and local meetings. 

During the month, the executive 
committees of the American, Na- 
tional and Southern Associations 
heid their semi-annual meetings, 
the first two at Philadelphia on No- 
vember 22, the Southern at Mem- 
phis on November 18. All meetings 
were unusually well attended. 

The Central States Mill Supply 
Club sponsored what was probably 
the largest local meeting ever held 
in this industry when 476 distribu- 
tors and manufacturers sat down to 
dinner in the Sherman Hotel, Chi- 
cago, on November 18. 

In the meantime, Alvin Smith, 
secretary-treasurer of the Southern 
Supply and Machinery Distribu- 
tors’ Association, was holding a 
series of distributors’ meetings on 
the following schedule: Richmond, 
Virginia, November 12; Greenville, 
South Carolina, November 14; 
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Atlanta, Georgia, November 15; 
Memphis, Tennessee, November 19; 
Dallas, Texas, November 21; Hous- 
ton, Texas, November 22; New 
Orleans, November 25; Birming- 
ham, Alabama, November 26, and 
Knoxville, Tennessee, November 27. 
A meeting is scheduled for Charles- 
ton, West Virginia, on December 5. 
All meetings were attended by at 
least one representative from nearly 
every member house in each terri- 
tory. 

In Boston on November 7 and 
New Haven, November 8, the Na- 
tional Association, working with 
the American Supply and Ma- 
chinery Manufacturers’ Associa- 
tions, sponsored joint meetings of 
distributors and manufacturers 
which drew an attendance of 125. 

Detailed accounts point to the 
close harmony which now exists be- 
tween distributors and manufac- 
turers and a real desire to improve 
and cement this feeling. 


Boston Meeting 


ITH W. T. Ryan, Cutter, 
Wood and Sanderson Com- 
pany and A. C. Kingston, Boston 
Woven Hose and Rubber Company, 


as the local leaders, the National 
and American Associations staged 
a fine local meeting in Boston on 
November 7. Thirty-three distribu- 
tor representatives and an equal 
number of manufacturers attended 
the morning and afternoon confer- 
ences. 

In the morning, distributors and 
manufacturers held separate ses- 
sions. Leading topics of discussion 
at both gatherings were the in- 
creased costs which faced both dis- 
tributors and manufacturers due to 
the passage of the Social Security 
Act; price cutting and some sug- 
gested remedies, and better mer- 
chandising methods. George Eck- 
hardt, executive secretary, National 
Supply and Machinery Distribu- 
tors’ Association, led the distribu- 
tors’ discussion, while R. Kennedy 
Hanson, secretary-manager, Amer- 
ican Supply and Machinery Manu- 
facturers’ Association, played a like 
role in the other meeting. 

At noon, both groups assembled 
at luncheon to hear Howard Ehr- 
lich, president, Electrical Trade 
Publishing Company, publisher of 
MILL SUPPLIES, give a clear-cut, 
and rather optimistic picture of the 
condition of business today. He 
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W. T. Ryan, chairman, Boston joint 
meeting, November 7. 


pointed out the 
employed, 


reduction in un- 
insurance 
sales, the comeback of the automo- 


increase in 


bile industry, chain store sales and 


other factors indicating that re- 
covery has definitely set in in the 
field. Reasoning 
that such recovery was the basis for 
eventual 


consumer goods 
recovery in the heavy 
goods industries, he looks with op- 
timism 1936. 

Mr. Ehrlich stressed the import- 
ance of energetic selling effort on 
the part of distributors but warned 
manufacturers to supply necessary 


towards 


sales ammunition. 

After this address, the meeting 
was thrown open to a frank discus- 
sion of common problems. H. H. 
Stalker, Safety Belt Lacer Com- 
pany, Perley Chase and Bob Russell 
were leaders in this discussion. 


Vew Haven Meeting 


ITH a program 
that employed at 


similar to 
Boston on 
the previous day, 50 distributors 
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and manufacturers in the New 
Haven, Connecticut, territory met 
at the Hotel Taft on November 8. 
This meeting was handled by D. W. 
Northup, representing the Amer- 





E. B. Hunn, chairman, New Haven 
joint meeting, November 8. 


ican Association, and E. B. Hunn, 
representing the National. 

Discussions were very much the 
same, the only real dfference being 
in the principal address following 
luncheon. In this case it was an in- 
spired talk on the Social Security 
Act by R. E. Pritchard, vice-presi- 
dent, The Stanley Works. 

Mr. Pritchard pointed out, in 
clear fashion, the elements of this 
“largest tax bill of all” and warned 
of the results which may be ex- 
pected to come from its enactment. 
His analysis, which has been pre- 
sented before the National Whole- 
sale Hardware Association at At- 
lantic City the month before, was 
received with great interest. 

George Hatch, Millers Falls Com- 
pany, in discussing missonary men, 
pointed out the necessity of the dis- 
tributor having enough stock to 
back up the work, for careful plans 


before the visit and for careful 
follow-up once the work has been 
done. 


Southern Meetings 
= the series of meetings held 
throughout the South, Alvin 


Smith brought to the attention of 
his membership the picture of pres- 
ent business and the outlook for 
1936 as he saw it. He also stressed 





Alvin M. Smith, secretary-treasurer, 
Southern Supply and Machinery Dis- 
tributors’ Association. 
the importance of urging manufac- 
turers to concentrate ther distribu- 
tion activities on those distributing 
establishments with adequate capi- 

tal and facilities. 

The need for resale price main- 
tenance was forcefully brought to 
the attention of all who attended 
the various meetings, it being 
pointed out that only by holding 
suggested resales could the distrib- 


Distributors and manufacturers at 
Hotel Statler, Boston, November 7. 
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Distributors and manufacturers at- 
tending New Haven meeting. 


utor strengthen his position with 
manufacturers. 

President Frank M. Archer of 
the Southern Association, after at- 
tending the meeting of the execu- 
tive committee in Memphis on No- 
vember 18, stayed over and presided 
at the Memphis area meeting the 
next day. 

At all meetings, local trade prob- 
lems were discussed and an attempt 
was made to iron out the worst dif- 
ficulties. The Industrial Supply Re- 
search Bureau’s plan was discussed 
and a report of its progress was 
made in all cities by Mr. Smith. At 
the present time, a high percentage 
of Southern members 
scribed to this work. 

At all meetings the features of 
the Social Security Act were dis- 
cussed, as well as its effect on fu- 
ture profits. 


have sub- 


Central States Meeting 


LIMAXING an epochal day in 

the history of the Central 
States Mill Supply Club, 476 dis- 
tributors and manufacturers sat 
down to dinner in the Grand Ball- 
room of the Hotel Sherman, Chi- 
cago, Monday evening, November 
18, as the final event in the third 
annual meeting of the 
States group. 


Central 


The turnout, and the interest and 
enthusiasm generally of the eve- 
ning event exceeded the fondest 
dreams of those who conceived the 
idea of inviting the manufacturers 
to “break bread” with the distribu- 
tors. 

The Central States Mill Supply 
Club has a total of 56 member 
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houses from Illinois, Indiana, Wis- 
consin, Iowa and Nebraska. Forty- 
nine of these houses were repre- 
sented at the afternoon meeting by 
74 individuals. Central States of- 
ficials estimate that 106 of those 
present at the dinner meeting were 
connected with supply houses, 
which means that about 360 manu- 
facturers’ representatives were on 
hand. Many of these men were 
executives, some traveling from far 
distant points to be present. 

The response to the distributors’ 
invitation on the part of manufac- 
turers and the attitude of distribu- 
tors themselves toward the day’s 
events are indicative of skillful 
planning and hard work on the part 
of president Wendell H. Clark, ex- 
ecutive secretary Norman Durrie 
and the members of the program 
committee. 

There were four different sec- 
tions, so to speak, of this annual 
meeting. In the morning, the direc- 
tors held a session. At noon, a 
luncheon was served for distributor 
members and guests in the house 
on the roof, and an afternoon meet- 





ing of the organization followed, 
Between the close of the afternoon 
meeting and the serving of dinner, 
at 7 o’clock, an open house was held 
in the lobby of the grand ballroom, 
during which distributors and 
manufacturers mingled informally. 

Under the direction of president 
Clark, the afternoon meeting was 
run off smoothly, and strictly ac- 
cording to schedule. Mr. Clark, af- 
ter welcoming the members of the 
club and guests, introduced John 
T. Potts, president of the National 
Association. 

After discussing briefly the dif- 
ferent conditions affecting sales and 
distribution generally in the Rocky 
Mountain territory, Mr. Potts, who 
is president of The Galigher Com- 
pany, Salt Lake City, touched upon 
the cooperation now existing be- 
tween distributors in that section, 
complimented the Central States 
group on its organization, and con- 
cluded with the statement that 
groups of this kind, meeting to 
thresh out their problems, make it 
easier for the National Association 
to function. 

George W. Eckhardt, executive 
secretary of the National Associa- 
tion, deciared that the mill supply 
industry is bound to grow and 
prosper if distributors can be or- 
ganized into groups like this. 

William E. Cain, executive secre- 
tary of the Industrial Supply Re- 
search Bureau, then outlined 
briefly the plans and activities of 
that organization. He referred to 
the gains made by distributors dur- 
ing the last few years, some sur- 

“Hes” Kuhn, W. J. Radcliffe 


and George Fernley—joint din- 
ner, executive committees, 


American and National Associ- 
ations, Philadelphia. 
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A REAL TIP, MR. JOBBER! 


| By 
| E. B. GALLAHER 
| Editor, Clover Business Service 

Treasurer, Clover Mfg. Co. 


| HE MILL SUPPLY JOBBER has a great opportunity to obtain vol- 


ume business on many of the lines he now stocks but which he sells in retail 
quantities. 


| 
| Naturally, large-volume business cannot be obtained through order-takers. We 
| must approach our prospects through men trained for the job—but, what of it? If 
| . ry 
you can get volume orders, they certainly will pay handsomely. They are well worth 
| 
| the effort. 
As a matter of fact, your greatest competitor is your own catalog. Too much 
time, effort and expense are devoted to getting pick-up business that would come in by 
itself. It’s poor policy to sell goods that should be self-selling. 
If only part of this effort were directed to really selling large volume from a 
carefully selected list of volume goods, the results would be astounding. 
| Of course, we are directly concerned in interesting you in the volume possi- 
| bilities of Coated Abrasives, of which a million a month are now being sold. 
We can show you that there are many real-volume acccunts in your territory 


which are now being sold direct by the manufacturer. 


You can get your share of these accounts—with our help—as we can 
place you in competition with everyone—can guarantee you quality and 
service unsurpassed. We are doing it for others—we can do it for you. 

By the way, we have a pamphlet on volume merchan- 
dising—a reprint from Clover Business Service—I am sure 


you would be interested in sending for it. 





E. B. GALLAHER: 


CLOVER MANUFACTURING COMPANY | “9. Mie £2 Norwalk: Conn. 


You may send me, without obligation, samples of 
T -< ? es 
NORWALK, CONN., U. S. A. Green Stripe Sandpaper. 
Red-Stripe Turkish Emery Cloth—for polishing. 
Yellow-Stripe Aluminous Oxide Cloth—for cutting 


SANDPAPERS hard metals. The universal shop abrasive 

: , a 7 F Orange-Stripe Garnet paper—for woodworking. 
METAL-WORKING PAPERS AND CLOTHS Orange-Stripe Garnet Cloth. 
| WOOD-WORKING PAPERS AND CLOTHS Clover Grease-Mixed Grinding Compound 


Clover Water-Mixed Valve-Grinding Compound 


CLOVER GRINDING AND LAPPING Name 7 ee 
ComMPOUNDS Address _ : >) 
> Ch ct of busin 
N22)” _ poe erent \VZ 
A{ iS AIIN 
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“DEPENDABLE”’ 
TAPS 


That WINTER BROTHERS 
TAPS can be depended 








Wendell H. Clark, president, Cen- 
upon for maximum produc- tral States Mill Supply Club. 


ti | . h veys showing that they are now get- 
lon, explains why so many ting 45°, of the industrial supply 
business of the country, and em- 
phasized the necessity for taking 
steps to assure holding the eco- 


distributors find them prof- 


itable to sell. nomic position that has been at- 
tained. 

Following the report of Charles 

bY S! ly aS rer, h ti » 

and remember— haw, treasurer, the meeting 


launched into a discussion of bed- 
rock problems common to nearly all 

P distributors. That the meeting 
The repeat orders that built 


| “hewed to the line’ may be noted 





: by the subjects which were dis- 
the present Winter Brothers cussed in round-table fashion. 

F. W. Copeland, H. Channon 

organization can increase Company, Chicago, led the discus- 


sion on “Elimination of Waste and 
Prevention of Concealed Losses”’; 

your PROFITS and PRES- D. M. Edgerly, Interstate Machin- 
| ery and Supply Company, Omaha, 

TIGE. | on “Catalogs and Discount Sheet 
Problems”; C. J. Whipple, Hibbard, 
Spencer, Bartlett and Company, 
Chicago, on “Lists and Discounts 
Send for our Catalog of Taps, Versus Net Selling Prices’; W. E. 
. Price, Knapp Supply Company, 
Dies, & Screwplates Muncie, Indiana, on “Credits”; 
C. H. Bradley, W. H. Holliday and 
Company, Indianapolis, on “Inven- 
tory Control’; H. F. St. George, 
Shadbolt and Boyd Company, Mil- 


T H E W | N T E R waukee, on “Advantages and Dis- 


advantages of Resales,” and B. O. 

Schmaling, The Swords Company, 

BROTHERS CO. Rockford, Illinois, on “Mark-Up.” 

Manufacturers of TAPS & DIES Distributors entered these discus- 

sions wholeheartedly, and they were 

Since 1900 undoubtedly of real benefit. 

C. A. Channon, Great Lakes Sup- 

WRENTHAM, MASS. ply Company, Chicago, then talked 

briefly on the subject, “Conflicting 
Trade Areas.” 

Charles E. Curtis, Western Iron 

Division of the National Twist Drill & Tool Co., Stores Company, Milwaukee, next 

aa delivered an eloquent address on 

Detroit, Michigan “Ethics,” in which he laid stress 

on the fact that there is but one 
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ONLY A SPRING WASHER HAS 
ye Wwe Action TO COMPENSATE 


FOR WEAR AND LOOSENESS... 


Spring Washers keep machinery 
tight and smooth-running in spite of 
wear and vibration. By compensating 
for play and looseness, they prevent 
squeaks and rattles. Their exclusive 


feature... Live Action 





¢ 18 NO SUBSTITUT; F 
SPRiata 


gf — 
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tomer ‘“‘squz awks.”’ 


SPRING WASHER INDUSTRY 





ONLY A SPRING WASHER HAS | see Ache! 
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This DEMING) “Lg 


Deep Well Turbine 7 3% 


Saved the Purchaser 
$1800 the First Year | 
On His Water Bill | 





standard of right practice, and de- 
clared that this association activity 
| is bringing about a consciousness 
of a better standard of right prac- 
| tice, a consciousness which is lead- 
|ing the distributor’s business out 
|of the depths into prosperity and 
happiness. 

Just prior to the close of the 
meeting, Mr. Channon requested 
vice-president Bradley to take the 
chair, and then made a motion for 
a rising vote of thanks to president 
Clark for his work in planning this 
successful meeting. The motion 
was passed unanimously. Mr. Clark 
not only functioned as president of 
the club in this work, but as chair- 
man of the arrangements, or pro- 
gram, committee. 

Opening the dinner 
president Clark, the presiding of- 
ficer, extended a welcome to manu- 
facturers and other guests. He said 
both distributors and manufactur- 





e’°SeO 129 ~. 





PO xo 





~~ oe. ee 


 . es So 2 Os ee 2 ee 





= 


meeting, 


ers are faced with competition and 


“Archie” Chandler, Carter 
Bond, Warren Buzby, F. D. 
Street, “Ray” Smith and “Ack” 
Ackles—joint dinner, executive 
committees, American and Na- 
tional Associations. 


Many other Deming Deep Well 
Turbines are also saving hundreds | 
of dollars annually for their own- 
ers. Names furnished on request. 

Several desirable territories are 
open. We have an attractive dis- 
tributor proposition, 
~ = +, 


The Deming Co., Salem, Ohio 7 
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“Rusty” 
“Perc” Ridings, 
John Potts, “Bud” Hanson and 


Duncan, Dave Jones, 
“Lou” Knouse, 


Harry Rinehart—the “head 
men”—joint dinner, executive 
committees, American and Na- 
tional Associations. 


other problems, and that he hoped 
these problems would be settled in 
future years through meetings such 
as this. Distributors in this area, 
he stated, had accomplished a 
“family circle’ and he hoped that 
all manufacturers selling through 
distributors would be gathered in 
the same “family circle.” 

President Potts of the National 
Association declared that the fu- 
ture success of that body depended 
largely upon the interest distribu- 
tors show in putting responsibility 
on the executive committee. 

He felt that the manufacturers’ 
relations committee was the most 
important of all the association’s 
committees and that much headway 
had been made through this com- 
mittee in recent years, particularly 
the last two. 

Mr. Potts stated he has felt that 
distributors always expect a great 
deal from manufacturers without, 


(Continued on page 58) 
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PARKER-KALON 
CORPORATION 


192 VARICK ST. 
NEW YORK, N.Y. 








AND NOW THERE ARE 
26,615,000 OF THEM 


If you were tied up in last Sunday’s 
traffic youll not be surprised to learn 
that a count of car registrations in the 
United States totals 26,615,000. To 
keep all of those “gas-eaters” on the 
road requires well over 100,000 gar- 
ages and body and trim shops. That 
means 100,000 prospects for men who 
sell Parker-Kalon Self-tapping Screws 
and Hardened Screwnails. 

They are easy to sell, too. It is natural 


for the local body builder, trim shop 
and garage to use Parker-Kalon Prod- 


ucts in making repairs and replace- 
ments. For these same products are 
used in the original production of a 


large majority of the cars built today. 


Here are a few of the applications for 
which Hardened Self-tapping Sheet 
Metal Screws are used: Fastening body, 
door and roof panels; trim pads; up- 
holstery; mouldings; weatherstrip; fit- 
tings and hardware. 


Hardened Screwnails are used wherever 
metal must be securely fastened to 
wood, Typical jobs include: Fastening 
body, doorand roof panels; windbreaks ; 
drip and running board mouldings. 


Give more attention to body and repair 
Those who 
don’t use Parker-Kalon Products need 
only to be told how quickly and easily 
- » - and how much better . 


shops in your territory. 


- a job 
can be done with Self-tapping Screws 
and Screwnails. With these unique 
fastening devices even a small shop 
can attain the same unit fastening 
economy and efficiency as a large car 
That is a fact...a 


interest any trim or 


manufacturer. 
fact that will 
repair man. 








“DEAR SANTA- 


Soon you will do your old ‘coming 


down the chimney act” again, loaded 
with ties and socks and shirts. We 
When 
you unload at the houses of the good 
boys who sell Parker-Kalon Products, 
pleasé Santa, give them a break on 
ties. Don’t just reach in the bag and 
pull out the first one, as our wives 
did when they bought them at those 
bargain This year try to 


want to ask a special favor. 


counters. 


hand them ties that aren’t embroidered 
with love-birds, reindeer or a Mickey 
Mouse, and such. The boys will have 
to wear what you leave—at least for 
a week—and ties show up; they can’t 
be hidden like the pink silk gym-pants 
and rainbow hued socks. Please, Santa, 
if you'll only do this we'll have a mer- 
rier Christmas and more peace all the 
days of the New Year.” 
Yours in hope, 


Parker-Kalon 


os Seriously na ae 


Parker-Kalon greets you at this joyous 
season with a truly sincere wish that 
you will have the Merriest of Christ- 
mases and a Successful New Year. 
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“VVE BEEN WORKIN’ 
ON THE RAILROAD” 


KOI 
a © 


It’s more than a barber-shop song. 
It’s the explanation sent in by one 
of the men with an order for 90,000 
Type‘‘Z” Hardened Self-tapping Screws. 
He reports that they are to be used in 
repairing and reconditioning a train in 





one of the shops of a prominent road. 
Few salesmen realize the amount or 
variety of materials purchased every 
year by railroad construction and main- 
tenance departments. Or that enormous 
quantities of Self-tapping Screws are 
used in car shops all over the country. 
Some of the many fastening jobs done 
easier, quicker, cheaper . . . and more 
securely . . . with these Screws are: 


Replacing leaky sections of roof deck; 
attaching sash weatherstrip; fastening 
fixtures, mouldings; patching car in- 
teriors; installing ceiling, deck and 
side-wall panels; erecting and repairing 
sheet metal work around buildings. 
Today the air conditioning of trains 
is occupying "most every road, and this 
also requires many thousands of Self- 
tapping Screws. 


Railroads are big users of Hardened 
them 
to make secure sheet metal to wood 


Screwnails, too. They employ 
fastenings in many places. Such work 
includes: fastening metal roofing and 
flashings, sheathing and insulation to 
cars; attaching metal roofing and sid- 
ing to buildings. 


Make a point of checking up with 
any shops in your territory. “Workin’ 
on the railroad” will produce some 
decidedly worthwhile business for you. 
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100—Average monthly sales, 1923-1925 


Sales Off Slightly in October. 


Indicator Registers 


81.0 As Orders Decrease in Size and Number 


FTER reaching a high for its three year exist- 
ence of 85.5 in September, the Sales Indicator 

for October is off slightly to 81.0, which figure, how- 
ever, is well above those registered in previous years. 
The downward trend was led by distributors in the 
North Atlantic and Southern States, those in the 
Middle West and on the Pacific Coast showing gains. 
The North Atlantic index dropped from 88.8 in 
September to 87.5 in October; that for the South 
from 112.9 in September to 87.2 in October; the 
Middle Western Indicator up to 72.8 from 69.9 the 
previous month; the Western index to 81.6 after a 
month’s absence; and the Pacific Coast Indicator from 


102.9 in September to 121.0 for the current month. 

A very slight increase in Government business was 
recorded in October as compared with September, 
when these sales accounted for 6.4% of the total. 
For October, this figure was 6.9% of total sales of 
reporting distributors. 

The average order decreased in size for the second 
straight month, the October figure being $14.99, as 
compared with $15.61 the previous month. The aver- 
age reporting house received 2,562 orders during the 
month against 2,821 in September and, since there 
were 27 working days, the per working day rate was 
95 as compared with 118. 





Average number of orders received per house during month............ 2,562 
Average number of orders received per house each working day.......... 95 
Average sine of ordior, all thomees. . . . ooo c sce tect icc cet vecececess $14.99 
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North Atlantic States 


Off slightly from its high September figure, the Indicator for this 
section registers 87.5 in October as compared with 88.8 the previous 
month. Government business accounted for 7.7% of the total reported. 
Orders were up slightly, in size, the average being $14.40 against 
$14.10 in September. 


Southern States 


Reduced volume forces the Southern States Indicator from 112.9 in 
September to 87.2 in October. Of the total reported, Government sales 
accounted for 6.4%. Orders were reduced in size, the average being 
$15.10 as compared with $16.89 the month before. 


Middle Western States 


Bucking the trend, the Middle West Sales Indicator climbs slowly 
from 69.9 in September to 72.8 in October. Slightly more than 6.2% of 
the reported business went to Government agencies. Average order 
received amounted to $15.05, a slightly lower figure than the $15.87 
registered in September. 


Western States 


After being out one month due to incomplete returns, reported sales in 
this area almost equal the National average with a figure of 81.6. Orders 
continue small, the average for the month being $13.10. 


Pacifie Coast States 


Up and off the chart, October sales on the Coast push the Indicator to 
121.0 from 102.9 in September. Government business amounted to 9.6% 
of the total reported. Larger orders, averaging $18.70 as compared with 
$17.70 the previous month, account for the increase to a great extent. 
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YOUR BUSINESS 


NATIONAL Our national advertising tells users about the desirability of 
SCHEDULES 


West Coast Lumberman 
Construction Methods tells your customers that you carry it in stock. This double 
Mill & Factory r . 
Timberman 
Petroleum Engineer 
Petroleum World 
Pit & Quarry 


National Engineer » - “ - isin 
Oil Weekly WICKWIRE SPENCER STEEL CO. 
Buildings & Building . , ¢ . 
Management New York Worcester Buffalo Chicago San Francisco 





Wickwire Spencer Wire Rope. Our co-operative advertising 


barrelled sales promotion brings business to you. 


Wickwire Spencer Steel Co. 
41 East 42nd St., New York, N. Y. 


Please advise me about vour co-operative advertising plan. 


lddress City Stale 
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No Other Manufacturer 
Offers a Trap with these 
Six Points of Superiority 


(1) OPERATES ON VACUUM. Before 
buying any trap, whether it is to be used 
on vacuum or not, ask this question, 
‘Will this trap operate on vacuum?” A 
trap that will not operate on vacuum 
definitely leaks steam. 


2) SIMPLIFIED INSTALLATION. 
Can be used as an elbow or straight-in- 
line-—-no elbows or nipples to buy. 
Super-Silvertop is a complete trap. 
Saves 40 to 60 minutes installation time. 


(3) 76% GREATER CAPACIT Y—by 
actual test. A small Super-Silvertop 
does the work of larger ordinary traps. 


4) ACCESSIBILITY. Easy to clean. 
Trap body, valve and seat accessible 
without removing pipe connections. 


(5) UNINTERRUPTED FLOW. Smooth 
passages and self-cleaning provide con- 
tinuous, dependable condensate dis- 
charge. 


(6) STANDS UP IN SERVICE. Work- 
ing parts heat treated stainless steel 

valve and seat tough chrome alloy. De- 
signed to handle ordinary scale and 
sediment in steam. No strainer nec- 
essary. 






















































A Super-Silvertop used as a coupling or 
* other straight-run pipe fitting. 





Cc The old way of installing a trap on a 
* typical job. 
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. 
Cc 
SUPER. 


SILVERTOP 
WAY 



















Super-Silvertop used as an elbow, sav- 
* ing fittings, time and labor. 


SUPER-SILVERTOP WAY 





Super-Silvertop way for the same in- 
D. sta!lation as Fig. C. 













































ANDERSON SUPER-SILVERTOP 
* 


No Other Manufacturer Offers 
these 6 Points of Co-operation 








Sell the steam trap line that has been 
established over a period of 48 years in the 
minds of American engineers. That’s the 
Anderson line of Super-Silvertop Steam 
Traps. You don’t meet heavy sales resist- 
ance with Super-Silvertops. Only the 
V.D. Anderson Company offers you a steam 
trap with the six points of superiority given 
on the opposite page and co-operation 
embodying the six following points: 


FACTORY AND FIELD 
REPRESENTATIVE AID 


(1) To insure your complete satisfaction 
in distributing Super-Silvertop Steam 
Traps, the V. D. Anderson Company offers 
you complete and intelligent sales co- 
operation. Our factory representatives 
help you and your salesmen to larger sales 
of Super-Silvertop Traps. In addition to 
this type of co-operation, we also maintain 
field representatives calling on your cus- 
tomers and your prospects, selling them 
on the merits of Anderson Super-Silvertop 
Steam Traps. These representatives are 
trained engineers capable of assisting your 
own salesmen in building up sales. 


SELL WITH CONFIDENCE 


(2) When you sell Super-Silvertop Traps, 
you can do so with the confidence that the 
Anderson organization is fully behind the 
quality of each trap. Should any trap you 
sell need servicing, our field representa- 
tives are ready to call on your customer, 
locate the trouble and assist them in their 
trap problems. 


POSITIVELY NO OBSOLESCENCE 


(3) When you handle Super -Silvertop 
Traps, there is no possibility of having 
your shelves loaded with obsolete traps. 
Should a Super-Silvertop become obsolete 
through our introduction of a new model, 
we will replace the obsolete traps on your 
shelves with the new model at no cost to 
you. This we guarantee. 


COMPLETE STOCK $200-$250 


(4) A complete stock, sufficient to supply 
all steam trap requirements of your cus- 
tomers, can be placed on your shelves at a 
cost from $200 to $250 depending upon your 
community. This means a big saving for 
you. With this stock, you could do a 
business of from $4,000 to $15,000 a year. 


BACKED BY AIMED ADVERTISING 


(5) Anderson Super-Silvertop Steam 
Traps are backed by an ‘‘aimed”’ advertis- 
ing campaign. Super-Silvertops are ad- 
vertised in leading power and maintenance 
publications and each distributor receives 
the help of a direct mail advertising cam- 
paign in his territory. This campaign has 
been tested and tried in many parts of the 
country and has always produced big 
returns for the distributors. Of course we 
supply catalogs, folders, engineering data, 
etc. 


A SUPER-SILVERTOP FOR EVERY 
PURPOSE 


(6) Anderson Super-Silvertop Steam 
Traps are made in seven sizes and meet all 
trap requirements. We say this without 
fear of contradiction because we have been 
able to supply traps for any purpose de- 
manded. 


WRITE TODAY FOR DETAILED 
INFORMATION 


Super -Silvertops are now being distrib- 
uted by many of the leading mill supply 
houses in the United States. These dis- 
tributors find that this is a profitable 
steam trap line —a line that can be depend- 
ed upon to produce excellent turn-over 
and satisfactory profit. Write today and 
let us give you detailed information. 


THE V. D. ANDERSON COMPANY 
1935 West 96th Street Cleveland, Ohio 

















THE PLUS + FACTORS IN BETHLEHEM STEEL PIPE 


-ualily in Steel Pipe 


that the distributor can depend upon 


RB rrer than anyone, the mill-sup- 


plies distributor knows that 
Whatever the special demands may 
be in industrial uses of pipe, quality 
must be uniform. That is why the 
distributor so often finds that Beth- 
lehem Steel Pipe is the pipe that 
“sticks.” and consistently satisfies. 

There’s no compromise with fac 
tors that make for dependability in 
quality at any stage in the manufac 
ture of Bethlehem Pipe. That applies 


to inspections, where the final re- 
sponsibility for uniformity is placed, 
just as it does to the manufacturing 
operations. In the inspecting division 
the men held responsible for uni- 
formity are independent of the mill 
management. They are directly 
accountable to the metallurgical de- 
partment, and must accept or reject 
according to strict, unvielding stand- 
ards that the metallurgical depart 
ment has evolved 


BETHLEHEM STEEL COMPANY 


GENERAL OFFICES: 


BETHLEHEM, PA. 


This direct and effective means of 
placing the final responsibility for 
quality in Bethlehem Pipe, backed 
up by strict adherence to Bethle- 
hem quality standards in manufae- 
ture, assures the distributor that 
Bethlehem Steel Pipe is a product he 
can safely recommend to his most 


exacting customer. 
—— 
pETHLEHtny 
STEEL 
ae 


BETHLEHEM 
STEEL PIPE 


MILL SUPPLIES 











XUM 


TEN YEARS AGO IN MILL SUPPLIES 





ANNOUNCING THE RESULTS OF A 
SUCCESSFUL SALES CONTEST STAGED BY 
JAMES MSGRAW, INCORPORATED, RICHMOND, 
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/ ~~ 4) \ssué OF MILL SUPPLIES TOLD 
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fe” \_- POSTING RESULTS DAILY ON 


BLACKBOARDS. 
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WEWS -+-- 

FIFTY YEARS SPENT IN THE SAME LOCATION, BUT OCCUPYING 
FLOOR SPACE EIGHT TIMES LARGER THAN THAT ORIGINALLY USED, WAS 
THE RECORD HUNG UP TEN YEARS AGO BY THE MSANELLY HARDWARE 
COMPANY, HUNSTVICLE, ALABAMA. 
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THE LATEST NEWS FROM MILWAUKEE TEN YEARS AGO THIS 
MONTH, WAS THAT THE SHADBOLT & BOYD IRON COMPANY HAD 
CHANGED ITS NAME TO SHADBOLT & BOYD COMPANY 











ANNOUNCEMENT WAS MADE OF A NEW MANAGEMENT FOR 
THE COLUMBUS IRON WORKS COMPANY, COLUMBUS GEORGIA, 
TOGETHER WITH PLANS FOR EXPANSION IN THE MILL SUPPLY 
END OF THE BUSINESS. THIS COMPANY, FOUNDED BEFORE 
CIVIL WAR DAYS, LISTED AS ITS NEW OFFICIALS: W. C. 
BRADLEY, PRESIDENT; D.A. TURNER, F.W. TEAGUE AND E.S. 
WADDELL, VICE PRESIDENTS . AND G.N. HUNTER , 

\  SECRETARY-TREASURER. TODAY MR. TURNER 1S PRESI- 
“I DENT.WHILE MR.WADDELL CONTINUES AS VICE PRESIDENT. 


S ‘ ee!" | _DESPITE REPORTS CARRIED IN NEWSPAPERS OUTSIDE | 
> 9 THE STATE THAT DIRE DISASTER WAS ABOUT TO OVER- 


(OME CORN-RAISING IOWA, DISTRIBUTORS OF THE STATE 
A GOLDEN ANNIVERSARY, REPORTED DECEMBER, WERE DEFINITELY OPTIMISTIC OVER THE FUTURE. 


—g 5. MILL SUPPLIES, WAS THAT OBSERVED. BY FLACK~PENNELL. INCORPORATED, SAGINAW, MICHIGAN 
E RAYL COMPANY, DETROIT DISTRIBUTORS. . ' , MICHI 
OMPANY, DETROIT DISTRIB HAD ONE OF THE LARGEST EXHIBITIONS AT A BUYERS’ 
SHOW STAGED AT THE LOCAL AUDITORIUM UNDER 
DIRECTION OF THE SAGINAW WHOLESALERS BUREAU. 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Celebrates Silver Anniversary 


@ Franklin Hardware Company, 
50-52 Franklin Street, New York 
City, celebrated its silver anniver- 
sary in November of this year. The 
company was incorporated in 1910 
and grew steadily, rapidly expand- 
ing its service. At the present time, 
the company carries’ industrial 
supplies of all kinds, and offers ex- 
ceptional warehouse facilities and 
speedy service on emergency needs. 
Personalized sales service is an im- 
portant factor. 

Among the companies _repre- 
sented by Franklin are Brown and 
Sharpe, J. H. Williams Company, 
Starrett Morse 
Twist Drill and Machine Company, 
Clipper Belt 
Nicholson File Company, The 
Parker Parker - Kalon 
Company, Toledo Pipe Threading 
Machine Company, American Saw 


L. S. 


Company, 


Lacer Company, 


Company, 


and Manufacturing Company, The 
Van Dorn Company, Millers Falls 
Company, Ottemiller Company, Tri- 
mont Manufacturing Company, 
Union Twist Drill Company, Henry 
G. Thompson & Sons and Cleveland 
Twist Drill Company. 


The present place of business of Franklin Hardware Company, 
New York City, which celebrated its fiftieth anniversary. 


Shown below (right) are Andrew 
Diehm, treasurer, and George L. 
Borst, president, organizers of the 
ompany. At the left is shown the 
company’s present place of  busi- 
ness. 


New Southern Association 
Members 
@ Alvin M. Smith, secretary-treas- 
urer, Southern 
chinery 


Supply and Ma- 
Distributors’ Association, 
reports the following additions to 
his group’s membership: San 
Antonio Machine and Supply Com- 
pany, Waco, Texas; San Antonio 
Machine and Supply Company, 
Corpus Christie, Texas; Texas Belt- 
ing Company, Houston, Texas; 
Peden Iron and Steel Company, 
Houston, Texas, and Wessendorf- 
Nelms Company, Houston, Texas. 


Entire Sales Force Visits 
Manufacturing Plants 
@ The entire sales force of E. I. 
Leighton, Fort Dodge, Iowa, re- 
cently took a trip to the Continental 
Steel Company at Kokomo, Indiana, 





Holcomb and Hoke Manufacturing 
Company, Indianapolis, Indiana and 
the Weil-McLain Company, Michi- 
gan City, Indiana, for the purpose 
of studying the process of manu- 
facture right in the factories where 


the merchandise is made. The trip 
proved very successful and the 
company feels that its traveling 


representatives will be better 
equipped to give its dealers -better 
service and more reliable informa- 
tion. 

Further trips are planned for the 
sales force to other manufacturers. 

Several new lines have also been 
added as follows: H & H Stoker, 
manufactured by Holcomb and 
Hoke of Indianapolis: Zenith wash- 
ers, and Viking heaters. 


Distributor Active in Better 
Homes Show 


@ John Crimmins, Mills - Lupton 
Company, Chattanooga, Tennessee, 
was one of the members of The 
Better Homes exposition committee, 
that was largely responsible for the 
success of the Better Homes show 
held recently in Chattanooga. 

The show, which was very well 
attended, had many booths special- 
izing alone in building materials, 
paints for all purposes and heating 


devices. It was believed by ex- 


hibitors that the large attendance 
seemed to indicate that within a 
short time building in Chattanooga 
will begin in earnest. 





Andrew Diehm, treasurer, and George L. Borst, 
president, organizers of the company. 
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WELL-PLANNED BARRETT 
SHOW DRAWS CROWDS 


HOROUGH promo- 
tion plus conscientious follow- 
up during the duration of the ex- 
hibit itself was a significant factor 


advance 


in making the industrial show 
conducted by the Barrett Hard- 
ware Company, Joliet, Illinois, 


November 14, 15 and 16 an out- 
standing success. 

The plan, however, was not de- 
signed simply to secure immediate 
results. It was so worked out that 
the Barrett company now is “sit- 
ting pretty” for an effective follow- 
up by mail and in person in the 
days to come. And, take it from 
Charles J. Shaw, general manager, 
the company will let no grass grow 
under its feet, but will proceed im- 
mediately with a systematic effort 


W. D. LaSalle, (left) and W. 
E. Byrne, in the Abrasive 


Company booth, and Ed Noor 
in the Simonds Saw and Steel 
Company booth. 


40 


to benefit to the full from the ad- 
vance gained by means of the ex- 
hibit. 

Prior to the official announce- 
ment of the show, the salesmen for 
Barrett Hardware, under instruc- 
tions from their superiors, con- 
tacted the various plants and shops 
of all types in the territory—cus- 
tomers and prospects—and secured 
from the proper executives the 
names of those men in the organi- 
zations to whom tickets should be 
sent. A form was employed for this 
purpose, which contained space for 
various designated company and 
factory officials and for foremen 
and mechanics. 

A letter was then sent to each 
company, enclosing an _ invitation 
and a ticket for every person on 
the list submitted by that company. 
In some instances, officials of cus- 
tomer companies wrote in to ask 
for additional tickets for men not 








previously included on the lists sub- 
mitted, and these, of course, were 
provided. 

When a ticket was presented at 
the door, the visitor was given a 
badge containing the same regis- 
tration number assigned him. Thus, 
during the course of his tour of the 
show it was a simple matter for 
any of the distributor’s or manu- 
facturers’ salesmen to note the 
numbers of prospects for follow-up 
work by mail or in person. Identi- 
fication was made afterward, if ne- 
cessary, through the registration 
number. 

The Barrett show was held in 
the Rialto Gardens. Forty-four 





Members of the Barrett Hard- 
ware Company organization 
who were important factors in 
putting the show across in ad- 
mirable fashion. Front row, 
left to right: B. F. Petersen, 
salesmen; D. L. Mateer, sales- 
man; F. M. Kostely, buyer; 
Charles J. Shaw, general man- 
ager. Rear row, left to right: 
F. G. Staehling, salesman; W. 
F. Barrett, president; F. G. 
Wideman, manager, automo- 
tive division; A. M. Steed, in- 
side salesman; O. J. Staehling, 
salesman. 
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You'll find it easy to build profit- 
able volume in industrial lubrica- 
tion if you push the Alemite line. 
Take a tip from the wide-awake 
salesmen of the Queen City Supply 
Company—go out after this busi- 
ness with a line that’s complete— 
lubrication systems, including high- 
pressure Hand Guns and Powerguns 









Here’s the sales force of 
the Queen City Supply 
Company. These smart sales- 
men are cashing in on indus- 
trial lubrication with the Alemite line. 


ALEMIT 


REG. U S. PAT. OFF. 


INDUSTRIAL 
LUBRICATION 
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> “YOU ARE FORTUNATE 
TO HAVE ALEMITE 
TO SELL” 


“How Many of Your Customers Still Use Kerosene 
Lamps? Some of Their Lubrication Methods Are 


Almost as Antiquated,” 


Says Sales Manager, W. E. Butler 
to the salesmen of the 


QUEEN CITY SUPPLY COMPANY 


CINCINNATI, OHIO 


of latest design and utmost efficiency. 


Don't get the idea that industrial 
lubrication won't give you volume. 
It is not uncommon for a single in- 
dustrial plant to buy annually thou- 
sands of dollars of lubrication equip- 
ment. And initial orders are easy to 
get and will quickly develop into 
profitable accounts. Remember this, 
too — month after month Alemite 
backs you up with consistent, sales- 
producing advertising in the trade 
publications your customers read. 


There's plenty of business right in 
your territory, so drop us a line for 
complete information. 


ALEMITE 
A Div. of Stewart-Warner Corp’ n. 
1886 Diversey Parkway, Chicago, IIL. 
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1056— Alemite Gat Gun 


5586 — Hydraulic Gun 
(Handlefilled) ~ 





Air-Operated 
Rock Crusher 
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Barnes Backs Up Its 
Distributors—100% 


Barnes distributors profit 


This of messages in 


VILL SUPPLIES has told why and how. 


by serving 


better. series 


os The Barnes sales policy is 100 per cent behind the 
distributor, for Barnes blades are sold through selected 
outlets which are given complete protection in the ter- 
ritortes assigned to them. Thus. distributors are never 


confronted with 


competition from their source of 


supply. 


Barnes works with its distributors in suggesting and 
maintaining stocks with maximum yearly turnover 

without, of course, negleeting any potential customer 
This 


satisfactory profit margin. 


requirements. help assures the 


distributor a 


Barnes packages its product in strong, attractive, well- 
labeled boxes to facilitate distributor stocking. 
And 


most important Barnes maintains factory-trained 


men in all important industrial centers to cooperate with 
distributors in solving the cutting problems of the plants 


in the distributors’ territory. 


RED ARROW 
BLADES... 


Made of high speed steel, 
heat treated and tempered 
under absolute electric 
control, and individually 
Rockwelled, these blades 
are cutting tools without 
a peer for a wide variety 
of purposes. A big help 
in solving today's stainless 
and alloy steel 
problems. 


UTE 
Pere | ag 3 
Lge ie 


W. O. BARNES CO., INC. 


1297 Terminal Ave. DETROIT, MICH. 


BARNES 


BETTER Hack saw BLADES 


cutting 


Other Barnes Blades for 
Every Purpose 


———————— 














manufacturers, represented by 71 
men, cooperated with the Barrett 
sales force in putting the show over 
in a big way. Exhibits, many of 





them moving, were attractive and 
interest compelling. 

Executives and salesmen of the 
Barrett organization were constant- 
ly on the job, meeting their cus- 
tomers and prospects as they en- 
tered the door, and conducting them 
along the various aisles, to view the 
exhibits. Wherever they stopped, a 
manufacturer’s man 
to help. 

Noteworthy features of the show 
included a luncheon 
which 


was on hand 


for exhibitors 
preceded the opening, the 
awarding of ten grand prizes and 
fifteen daily door prizes to visitors 
at the show, and the visit of the 





Leonard Heath of the Victor 


Balata and Textile Belting 
Company (left) entertains a 
visitor. 


Joliet high-school manual training 
classes and students at the Holy 
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~@ Complete Line of 
Heavy Duty Electric Drills by. 
























Plenty of POWER! That's 
what buyers of electric tools 

for production or maintenance—are looking 
for today. The new Van Dorn Heavy Duty 
Drills have it—plus many other improved 
features which place them way out in front of 
the field. These seven new drills are seven 
more reasons why Van Dorn _ Jobbers 
throughout the country are getting a big 
a ; share of the new tool business. Write for 
bod ; particulars. The Van Dorn Electric Tool Co.,; 
cs ree é 717 Joppa Road, Towson, Maryland, U.S. A. 


NEW 1,” HEAVY DUTY 


NEW 34," HEAVY DUTY DRILL 


No matter what the job is—you can offer a 
Drill that will do it quicker, better, at 
lower cost—if you handle the Van Dorn 
line. Look at the features of the new Van 
Dorn Heavy Duty Drills. High torque, 
plus tremendous power. Longer spade and 
pipe handles for better leverage. Com- 
fortable easy grip with safety trigger 
switch. New sturdy, light-weight alumi- 
num housings. Husky long-wearing re- 
duction gears. Ball bearings on motor 
shaft and intermediate shaft. Ball and 
roller bearings to take up side and end- 
thrust. Universal motors for 110, 220 or 
250 volts—3-conductor cord and plug. 


14” Heavy Duty Drill—Jacobs key chuck .. ... $68.00 
5,” Standard Drill—Jacobs key chuck... ... ... $70.00 
5,” Heavy Duty Drill—Jacobs key chuck .......... $78.00 
4” Standard Drill—Jacobs key chuck ..... ..... $80.00 


4,” Heavy Duty Drill—Jacobs key chuck. . : . $90.00 
1” Heavy Duty Drill—No. 2 Morse Taper Socket. . $100.00 
1” Heavy Duty Drill—No. 3 Morse Taper Socket $115.00 


TIE UP WITH FOR STEADY PROFITS 
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A Market as Broad 
as Industry Itself 


. WHEN YOU SELL 
THE BROWN & SHARPE LINE 


There are plenty of opportunities for 
sales and profits for the Brown & Sharpe 


Dealer. 


—The completeness of the line covers 
a Broad Market. 


—New Items constantly being added 
mean more sales volume and new cus- 
tomers on the books. 


—Industrial Plants everywhere need 
some if not all of the numerous items— 





machinists’ tools —cutters and hobs — 
arbors and collets—screw machine tools 


— miscellaneous shop equipment. 


The No. 32 Catalog 
is the Reliable buying 
guide for shop tools— 
listing the complete 
line under one cover 
for the mutual con- 
venience of both cus- 
tomer and dealer. 


Brown & Sharpe Mfg. Co. 


Providence, R. I. 
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' Name Technical School to the show 
on invitation from the company. 
These youths, in the words of Mr. 
Shaw, may, many of them, be im- 


portant buying factors in the 
plants of the territory served by 
Barrett Hardware some day. A 
buffet luncheon was served visitors 
by the Barrett Company. 

Mr. Shaw is enthusiastic over 
the results of the show. It attracted 
large crowds of definitely interested 

| spectators. It brought in new pros- 
pective customers for the company. 
It served as an ideal means for 
| arousing the interest of present 
customers in certain lines which 
| the salesmen had been trying to in- 
| terest them in for some time. 
Finally, the Barrett salesmen bene- 
fitted a great deal from their con- 
tacts with the manufacturers’ men 
during the course of the show. 


1935 Business Competing 
| With 1929 


@ The Lindquist Hardware Com- 
| pany, Bridgeport, Connecticut, re- 
| ports that business has increased 

considerably over the expectations 
| of the company in 1935 and the 

figures show it is competing with 





1929, when business was practically 
at its peak. 

Due to this increase in business 
two salesmen have been added, 
making seventeen salesmen in all. 

The company has added Gilmer 
Kord belting and Goodyear rubber 
lines to its industrial supplies, and 
also reports a splendid turnover on 
all tool lines. 

Above is shown a photograph of 
the window display the company 
had showing the line of Norton 

| abrasives it handles. 
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No one objects to paying 25 
cents for a half-dozen razor 
blades, even though it is com- 
mon knowledge that the steel in = 
those blades costs in ingot form we Sia 
only an infinitesimal fraction of a 

cent. Why? 

Those blades do what the steel in the the pipe itse 
ingot could not do before work was done 
on it. You pay for the service the steel slight q 
has been processed to do. 

It’s the same with Toncan Iron Pipe. 
Open hearth iron has been alloyed with 








ment expense. And don’t forget that it 


copper and molybdenum and processed tg costs more to’tear out failed pipe and re- 


resist corrosion—and it does to a groedter place it with new than it costs to make 


degree than any other ferrous matefial in the orj 





inal pipe installation. So the smart 


its price class. Naturally, it gésts more thi 





to do is to install Toncan Copper 


than ordinary pipe, but don’pfigure it that 







olybdenum Iron Pipe in the first place 


way. Figure the slight additional cost of / and save money. 


ell these facts to your pipe buyers. Build good-will and profits 
n this better pipe. 


<TGNCAN: a = Repu blic Steel 
IRON PIPE CORPORATION 


GENERAL OFFICES::++ YOUNGSTOWN, OHIO 
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This Messages Uddsessed lo Lunkenherme' 
Dishibuters and Shes Salesmen. 


Recognized throughout Industry | 
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making full use of 
Lunkenheimer sales helps—the 


Are you 


“Guide” and other descriptive 
booklets? 








SELL QUALITY - SELL LUNKENHEIMER 


EXPORT DEPT 318 322 


for Quality 











| Male employees of The L. A. Benson 


Company, Incorporated, Baltimore, 
Maryland, at their annual outing. In 


| addition to company employees, 2 


( UALIT Y—uniformly high | 


grade—has been the unva- 
rying manufacturing objective of 
Lunkenheimer since its organi- 
zation. 


Lunkenheimer Valves, Boiler 
Mountings and Oiling Devices 
are known for their superior de- 
sign, the excellence of the mate- 
rials built into them and the 
skilled workmanship employed 
in their construction. 


Today there are more discrim- 
inating buyers than at any other 
time in the history of industry. 
For they know that only through 
the installation of modern plant 
equipment can their companies 
reduce production costs to the 
point where they can meet com- 
petition successfully. 


This realization has opened 
immeasurably greater markets 
for Lunkenheimer Quality Prod- 
ucts. And Lunkenheimer distrib- 
utors and their salesmen who 
have learned the advantage of 
selling “Standardization on Lun- 
kenheimer” are enjoying the 
fruits of a sound manufacturing 
policy. 


Sell “Standardization on Lun- 
kenheimer” and build perma- 
nent customer trade in today’s 
industrial market. 


HE LUNKENHEIMER CS 


— QUALITY’ = 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 80S 
PHILADELPHIA SAN FRANC 


sco 





ON ST, NEW YORK 


; and 


few factory representatives attended, 
among them being Mr. Darling, of 
Brown and Sharpe Manufacturing 
Company; Mr. Butterfield, of Green- 
field Tap and Die Corporation; Mr. 
Watts, of Black and Decker; Mr. 
Heinen, of Coffing Hoist Company, 
and Mr. Dale, of Fafnir Bearing 
Company. 


New Lines for J. M. Tull 


@® The following new lines have 
been added by J. M. Tull Metal and 
Supply Company, Atlanta, Georgia: 
gasoline and station fittings manu- 
factured by Ohio Pattern Works 
and Foundry Company; paint 
spray equipment manufactured by 
Binks Manufacturing Company, 
Johnson Bronze Company’s 
bushing bronze. 

R. L. Sisson, formerly with the 
James Supply Company, Chatta- 


| nooga, Tennessee, has joined the 


store sales force and K. G. Saunders 


| has been transferred from the store 


sales to the out-of-town sales force 
of the company. 


Syracuse Supply Cooperates 
With Purchasing Agents’ 
Show 


@ The Syracuse Supply Company, 


Syracuse, New York, cooperated 
with the committee on the first 
Industrial Products Exhibit spon- 


sored by the Purchasing Agents’ 
Association of Syracuse and Central 
New York, held October 31 and 
November 1, which was widely 
attended, the official attendance 
being recorded at 3500. 

Out of the 62 exhibitors, 23 of 
the exhibits were displays of equip- 
ment and merchandise sold in the 
Syracuse area by the Syracuse 
Supply Company. Each booth was 
in charge of a factory representa- 
tive and the sales organization of 
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The PROFIT ADVANTAGES of a 


¥ TEFINITE SALES POLICY 








L 








Medart-Timken Self Aligning 
Pillow Block Medart Timken 
Flange Bearings, Bull and Socket 
Hanger Beirings and Unit 
Mountings also available. 





Medart Gears can be furnished 





Medart Hangers-—anti-friction 
or ring-oil Searings— all types 
— standard, universal, four and 
two-point adjustment. 





1. The Medart Sales Policy is DEFINITE! It allows 
the Distributor to measure his profits in terms of 
sales effort. 


2. Medart Distributors can give maximum serv- 
ice because the Medart Line is complete. 


3. Industry is buying new and replacement goods. 





Present and prospective Medart Distributors get these 
substantial advantages from Medart Distributor Policy: 


¥% Recognition of the economic function of the Dis- 
tributor 


¥ Distributor’s right to a trade area in which to sell 
Medart goods . 


A complete line of Mechanical Power Transmission 
Equipment... This means 


¥ Ability to meet all customer requirements—from 
stock orders to engineered jobs 


Service! Because you get service you can give serv- 
ice — a most important factor in building satisfied 
customers 


¥ Engineering Sales Assistance of a thoroughly qual- 
ified Engineering and Sales Organization 


Get these Engineering Reference Catalogs 56G, “Gears” — 5é6T, 
“General Power Transmission Equipment”— 56V, “V-Belt Drives.” 


THE MEDART COMPANY 
General Offices and Works: 3522 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati * Cleveland * NewYork ¢ Chicago 
Philadelphia ¢ Buffalo « Pittsburgh * New Orleans «© San Francisco 
Los Angeles * Dallas * Denver « Charlotte * Birmingham « Milwaukee 
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The new Catalog “G” now being distributed by the Tennessee Mill & Mine 
Supply Co. of Knoxville is the fifth Donnelley-compiled catalog 
issued by this progressive house. 


“He had gone right through the catalog”’ 


® A distributor who is now sending out a new Donnelley-built catalog 
writes of the results already produced, mentioning, for instance, a mail 


order received for $110.00 worth of tools and supplies. The distributor 
adds: 


“And you could tell that he had gone right through the 


on 
-atalog 
catalog. 


® Consider what it would mean to your business to have such a catalog 
of your goods in the hands of the buyers in these times of increasing 


industrial supply activity. 
For complete information, without obligation, write— 


CATALOG DEPARTMENT 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND ST., CHICAGO, ILLINOIS 











the Syracuse Supply were in at- 
tendance for the purpose of intro- 
ducing their respective customers 
and friends to the exhibitors. 


Among the exhibitors at this 
show which were directly connected 
with Syracuse Supply Company 
were The American Brass Com- 
pany, American Swiss File and 
Tool Company, Armstrong-Blum 


Manufacturing 
Barnes 


Company, W. O. 
Company, Incorporated, 
Wiper Supply Company, 
Bliss and Laughlin, Incorporated, 
Delta File Works, Keystone Lubri- 
cating Company, The Kron Com- 
pany, Morse Chain Company, 
Quigley Company, Incorporated, 
Revere Copper and Brass, Incor- 
porated, Stanley Electric Tool 
Company, SKF Industries, M.R.C. 
Bearings Company, Timken Roller 
Bearings Company, Williamsport 
Wire Rope Company, Willson Prod- 
ucts, Incorporated, Worthington 
Pump and Machine Company, and 
Wright Manufacturing Company. 


Beacon 


Celebrated Fortieth 
Anniversary in November 
@® Beginning in 1895 in a 20-foot 
store at Jefferson and Wayne 
Streets, Detroit, Michigan, as Sales 
Brothers, a partnership of Murray 
W. and Charles Sales, Murray W. 
Sales and Company, one of Detroit’s 
leading mill supply and plumbing 
houses, celebrated its fortieth an- 

niversary in November. 
The progress of the company is 
as follows: 





Charles P. Cramer, who organized 
the company of Cramer Machinery 
Company, Portland, Oregon, in June 
1932, and is president and manager, 
came originally from Omaha, Ne- 
braska, and has been in the mill sup- 
ply business since 1909. One of the 
recent important jobs on which he 
sold the equipment was the concrete 
batching and mixing plant for the 
Bonneville dam. 
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WHEN YOU COUNT UP YOUR PROFITS 











The end of the year draws near. It’s 
time for retrospection. Profits are 
counted. The year’s activities are re- 
viewed. And plans for the coming 
year are made—non-profit lines are 
dropped and new lines that hold new 
profit possibilities are given con- 
sideration. That’s where Upson en- 
ters into the picture for 1936. 
Upson products are profitable 
products to handle. They sell, stay 
sold and build customer good-will. 
"Most every user of bolts, nuts and 
rivets is familiar with the name Upson 
and the reputation for quality, uni- 
formity and dependability that has 
been established during 72 years of 
making headed and threaded prod- 
ucts of every kind. 
And in handling Upson products, 
you Can save stock room space. There 
is no need for you to carry 


“ > 2 > ] 
UPSON NUT DIVISION:+- CLEVELAND, OHIO large reserve stocks. Upson 
maintains complete stocks 


e of more than 5000 items 

Cpu IC tee ready for shipment on a 
moment’s notice. 

Upson stands ready to 


¢ O R P O R A T | O N ring up greater profits for 


GENERAL OFFICES:-+: YOUNGSTOWN, OHIO you in 1936. 
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Dealers who sell tools above the usual 
quality grades should get discounts and 
sales information on 


SIMONDS 


HIGH SPEED STEEL 


HACK SAWS 


"Red Streak’’ 


for hand or power machine use. Their distinctive Red Back Edge 
trademark and the neat finish of the blades make them an espe- 
cially attractive item to merchandise. 


SIMONDS SAW AND STEEL Co. 
The Saw Makers — 


Fitchburg, Mass. 











every detail. 


BRANCHES 
NEW YORK 
55 Vandam St 


CHICAGO 
222 West Kinzie St 


NEW ORLEANS 
628 S. Peters Sc 


HOUSTON 
1201 Commerce St 








® FITLER has been making rope since 1804. 
The FITLER trademark is a guarantee of 
rope safety and economy 


@ FITLER sells under an attractive distribu- 
tor policy. Let us give you complete informa- 
tion on our line and our dealer proposition. 
THE EDWIN H. 
Philadelphia Cordage W orks 


Main Office, Factory and Warehouse 


PHILADELPHIA, PA. 


SAFETY 3 


.. of course! But when 
you sell FITLER you also 
sell ease of handling and 
length of service: two 
money-saving features for 
every user. 


of rope correct in 
all 


FITLER CO. 


Established 1804 


Oil 
SS Well 
ay Hole 
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“FITLER. 


Aw 
a 
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Quality Rope for 
Requirements 
Manila Rope 

Bolt Rope 
Hoisting Rope 
Transmission Rope 
Yacht Rope 


Towing Lines 


Drilling Cables 


Drilling Crackers 
Bull Ropes 
Spinning Lines 
Sand Lines 
Hemp 


Sisal Rope 








Water 
Blast 




















This snapshot of a group from the 


Uhrich Supply Company, Kansas 
City, Missouri, was taken while the 
delegation was attending a meeting 
of representatives of the Fisher Gov- 
ernor Company’ throughout the 
United States and Canada as guests 
of the Fisher Company at the home 
office of this manufacturer in Mar- 
shalltown, Iowa. Frank Uhrich, 
president, is third from the left, and, 
left to right, are D. H. Mulhern, C. E. 
Johnson and K. C. Brown, all sales- 
men for the company. 


In 1901 Murray W. Sales pur- 
chased the interest of his brother 
and the business was carried on 
under the name of Sales and Broad 
Company at the same location until 
1903 when the firm moved to larger 
quarters at 74 W. Jefferson Street. 
In 1906 the company purchased 
the plumbing supply business of 
James Walker and Company. 

In March 1908 the corporation 
was reorganized under the name of 
Murray W. Sales and Company, 
with an authorized capitalization 
of $1,000,000, at which time a pipe 
fabricating shop was erected on 
the site of the present main plant 
at Third and Baltimore Avenues, 
a small building adjoining served 
as the North End branch. In Feb- 
ruary, 1923, the present 7-story 
building was completed as the head- 
quarters of the company, and three 
additional branches were opened 
located in different sections of De- 
troit. Branches were later opened 
in Flint, Pontiac and Wyandotte, 
Michigan. 

One of the features of the pipe 
fabricating shop is that it is 
equipped to bend pipe up to 30- 
inches in diameter. Vanstoning 
and welding also form a large part 
of the company’s activities. 

Other products being carried b) 
the company are Lunkenheimer 
valves, Kuhn Brothers fittings, 
Reading wrought iron pipe, Ana- 
conda Brass and Copper, and steel 
pipe. 
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Ci ipper 
Carded 
Belt Hooks 


Safest to handle 
Safest in operation 
They wear longer 
They cost less 





For lasting belt joi ints 
modernize your 


lacing Tipper at 
suse Clipper | 
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O. B. Bjorge, general manager of the 

| Clyde Equipment Company, Port- 
land, Oregon, is past president of the 
Associated Equipment Distributors, 
and last year was president of the 
| Portland Machinery Dealers Asso- 
|ciation. The main office of the com- 
pany is in Portland and a large 
| branch is located in Seattle. Among 
| the lines handled by the company are 
Bucyrus-Erie, Allis-Chalmers, Blaw- 
Knox, Buffalo Springfield Roller, 
| Clyde Iron Works, Sullivan Ma- 
| chinery, LeRoy Company and Brod- 
| erick and Bascom. 





SUPERIOR CUTTING TOOLS 
Backed by a 5-Point 
Sound Merchandising Policy 






















. Sales—Merchandising only through recognized 


distributors. Stacy Supply Expands Line 





2. Resale Policy—Distributors receive proper mar- 


|®@ Announcement is made by Stacy 
gin of profit through maintained resale discount. 


Supply Company, Springfield, Mas- 
sachusetts, that it is now distribut- 
ing the following lines in addition 
to its regular lines of industrial 
supplies: Electric Hose and Rubber 
Company’s complete line of rubber 
/hose; Gilmer Company’s Kable 
|Kord belting and V-belt drives; 
Wetzler Clamp Company’s line of 
clamps and Duo-Safety Ladder 
Company’s safety ladders. 


3. Factory Cooperation—Through definite, planned 
factory help. 


4. Publicity—Consumer advertising concentrated in 
distributor's market. 


5. Quality Products—Quality constantly main- 
tained and guaranteed. 


THE CLEVELAND FILE CO. 
3400 Hamilton Avenue CLEVELAND, OHIO 
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Opens Branch Office 


in Fresno 


® Pacific Mill and Mine Supply 
Company, _ Incorporated, Los 
Angeles, has opened a branch office 
in Fresno California. The com- 
pany now has stores in Fresno and 
San Francisco, in addition to the 
main store in Los Angeles. 


Waite Hardware Reports 
Improved Business 


@® Waite Hardware Company, Wor- 
cester, Massachusetts, reports a de- 
cided improvement in business this 
year, and also states that diversi- 
fied industries in the Worcester ter- 
ritory are in very good condition. 
Some factories are working 24 
hours a day, and the concensus of 
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eee LOU Can 
tie it in knots... 


Vaudeville contortionists are pikers compared with 
Ply-Tex. Here’s real flexibility ! Ply-Tex is the newest 
belting developed by Thermoid for high speed 
transmission over small pulleys. Made from a 
lightweight silver duck fabric having a skim friction 
between plies that tests 20-24 Ibs. 









Because no speed is too great, no pulley too small 
for “Ply-Tex” to function efficiently, the appli- 
cation of this splendid product to many industrial 
fields is quickly apparent. “Ply-Tex” is especially 
suited for use in the textile and lumber industries, 
in laundries, on woodworking machinery, as drives 
for motor fans, centrifugal pumps, etc. Furnished 
in 4,5,6and 7 plies—from one to eight inches wide. 
Here’s a product every mill supply house can sell 
profitably. Write for samples and full information. 


THERMOID RUBBER COMPANY, Trenton, N. J. 











BELTING « BRAKE LINING « HOSE « PACKING 
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If you are sincerely looking for a “quick sale— 
good profit” product, by all means investigate 
Roper Rotary Pumps. Your market is limited 
only to the extent of your efforts. Your contacts 
are already made, paving the way for quick sales 
to manufacturing plants, contractors, public 
utilities, mines, quarries, etc. 


The Roper pump (only two moving parts) is the 
simplest rotary design on the market. Not only 
does this feature “sell” prospects but the average 
salesman can, in a very short time, grasp the 
fundamentals, intelligently talk “pumps” and 
estimate ordinary pump problems. When diffi- 
cult installations are to be figured, our staff of 
Sales Engineers will be glad to cooperate. 





FOR HAND TRANSFER 


Well known to the trade, Roper Rotary pumps 
are built in a variety of sizes from 1 to 700 
gallons per minute against pressures up to 750 
lbs. Write today for bulletin MSR-1 and com- 
plete details. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 












FOR GENERAL USE FOR MACHINE TOOLS 


UMDS 


DEPENDABLE- SINCE 1657 
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opinion in this territory is that the 
next six months will be very busy 
ones for all industries. 

During the past year several 
major lines have been added by the 
company, one of which is the Day- 
ton line of “V” belt drives manu- 
factured by Dayton Rubber Manu- 
facturing Company, Dayton, Ohio. 
A complete stock of industrial 
drives as well as replacement belts 
for refrigeration, washing ma- 
chines and fractional horse-power 
motors are included in this line. 
The company is also handling Ale- 
mite equipment for the industrial 
trade and through the efforts of 
specialty salesmen, it has been 
made one of the leading lines. 

Ronald R. Johnson, formerly 
connected with the Union Twist 
Drill Company, has joined the sales 
force. Salesmen’s territories have 
also been enlarged so that the sales 
force covers practically the entire 
central part of Massachusetts. 

Officers of the company are 
Frank Murphy, president; A. A. 
Parker, vice-president, and T. H. 
Murphy, treasurer. 


Expands Sales Force 
and Lines 


@ E. E. Reynolds and A. A. Vogler 
have been added to the sales staff 
of the rubber division of Buhl Sons 
Company, Detroit, Michigan. 

The new lines taken on by the 
company are Magnolia Bearing 
bronze bars; Allis-Chalmers tex- 
rope drives; Servus rubber boot 
line; Vellumoid sheet packings, and 
M. L. Snyder gloves and aprons. 





Two of the inside salesmen for Fed- 
eral Hardware Company, Incorpo- 
rated, New York City, are 


McDonough and A. J. Chartier, 


shown above at their desks checking 
the numerous orders received during 
the day by this company. 
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PREVENTS LEAKS 


in metal joints -° ° ° 


Millions of joints—thousands of plant engi- 
neers and purchasing agents in the market for 
a new and better joint sealing compound—a 
sealing compound that will prevent leaks in 
any and all metal joints and keep them per- 
manently tight. What a business opportunity! 
What an opportunity for profit! 


Fostoria TiteSeal completely meets this need. 
Introduced to industry in general just a few 
months ago, this amazing new sealing com- 
pound is already in constant use by many 
nationally known concerns. Inquiries and 
requests for test samples by the thousand give 
conclusive evidence of the great potential sales 
volume in the offing for Fostoria distributors. 


And no wonder. There is no other sealing 
compound to compare with TiteSeal. It is 


new. It is different. It is far superior. This 
sensational new material will not harden, 
crack, shrink or crumble. It never dries out. 
Steam, water, oil, gas, liquids, and vapors will 
not affect the plasticity and tight-gripping 
qualities. It is as easy to remove as it is to 
apply. Simply spread on or wipe off. 


Gaskets, pipe flanges, pipe joints, pressed 
plates and covers — joints of all kinds — can 
now be made permanently leak-proof under 
practically all conditions. And these are but 
a few of the infinite uses of this versatile 
material. 


Feature Fostoria TiteSeal. Take quick advan- 
tage of this new volume business opportunity. 
The Fostoria sales policy provides for selected 
distribution, only, and a complete program of 
sales and advertising cooperation. 


THE FOSTORIA PRESSED STEEL CORP., FOSTORIA, OHIO 
INDUSTRIAL DIVISION 
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What have you to sell that 


and keeps them permanently tight ? 

















NEW FOLDERS 
COVERING SPECIFIC 
PACKING 
APPLICATIONS 
The major types of Belmont 
Packings are shown and each 
folder devoted to a particular 
packing requirement. 


























A SERVICE THAT HELPS 
DISTRIBUTORS 


SELL MORE 
PACKINGS 


What more can distributors ask for 
in the way of intelligent, well 
planned marketing cooperation— 
advertising in leading trade maga- 
zines that constantly drives home 
to industry Belmont's message; 
folders containing sought-after in- 
formation on packing applications 
(your name and address imprinted); 
complete sample kits for salesmen 
and other units that make for a most 
comprehensive plan of distributor 
cooperation. 


Take advantage of this service 
and. SELL. MORE. BELMONT 
PACKINGS. 


Remember 


“THERE'S A_ BEL- 
MONT PACKING 
— EVERY SERV- 


THE CATALOG— 


Shows the complete line 
of Belmont Packings. En- 
gineering and application 
data makes this catalog 
especially valuable to 
plant maintenance en- 
gineers. 





CONSISTENT, WIDE- 


SPREAD ADVERTISING 


Carefully chosen trade maga- 
zines carry Belmont's message 


to industry with 
regularity. 





consistent 








THE BELMONT PACKING & RUBBER COMPANY 
Philadelphia, Pa., U.S. A. 


Butler & Sepviva Streets ” * * 
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Earl Bean, one of the proprietors of 
the Olympia Supply Company, 
Olympia, Washington, in front of the 
new heavy machinery warehouse go- 
ing up alongside one of the com- 
pany’s other warehouses. This new 
warehouse is 80 by 108 feet, one- 
story, steel and concrete construc- 
tion and will be served by a five-ton 
crane. 


New Lines for Riel Hardware 


@ Riel Hardware and Mill Supply 
Company, Springfield, Massachu- 
setts, has added electric drills and 
grinders manufactured by U. S. 
Electrical Tool Company; Utica 
Drop Forge and Tool Company’s 
pliers, and flashlights and batteries 
manufactured by Bond Electric 
Corporation, to its line of industrial 
supplies. 


Takes on Greenfield Line 


@® Alexander Grant’s Sons, Syra- 
cuse, New York, has taken on the 
complete line manufactured by 
Greenfield Tap and Die Company, 
Greenfield, Massachusetts, and will 
distribute the line in Central and 
Northern New York State. 








T. C. Ware, sales manager of W. 
L. Blake and Company, Portland, 
Maine, and A. H. Stanton, Mason- 
Neilan Regulator Company of Bos- 
ton, paused during a conference on 
steam specialties, to pose for the 
MILL SUPPLIES photographer on 
his recent trip to New England. 
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When one of your customers says 
to you “Nicholson Files or equiva- 
lent’’ he is paying a sincere com- 
pliment to the Crossed File Trade 
Mark. He is acknowledging that it 
represents the Standard of File Qual- 
ity that he demands. 

You have probably found, how- 
ever, that most of the men you call 
on will say “Nicholson Files’’ and 
omit the ‘‘equivalent.’’ These men 
know that Nicholson Files are 
supreme for sharpness, durability 
and filing economy. 

Sell your customers Nicholson 
Files---the greatest file value 
money can buy. Nicholson File Com- 
pany, Providence, R. I|., U. S. A. 


Gon? 


NICHOLSON . 


FILES 





FILE 


FOR 


EVERY PURPOSE 
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MILWAUKEE INDUSTRIAL BRUSHES 


It’s the VOLUME of 


business that counts! 

















“DI-BILT” 
WIRE WHEEL 
BRUSH— 

ALL METAL CENTER 





“DURO-BILT” 
TAMPICO 
WHEEL BRUSH 























MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 













Milwaukee’s 
brooms is complete. 


line of industrial 


brushes and 


Every plant in every 


territory is a logical prospect for new and repeat 
orders. Result — a steady volume of business at 
an assured profit. 


The distributor carrying the Milwau- 
kee line is able to meet every con- 
ceivable brush and broom require- 
ment in his territory, for Milwaukee 
manufactures bristle, wire, and fibre 
hand and power brushes, standard and 
special types—a brush for 
application. 


every 


Brushes are used in all industries all 
year round. The distributor with a 
complete line is thus assured a steady 
volume of business. This is especially 
true of Milwaukee distributors, for 
Milwaukee quality standards and long 
life bring in repeat orders. 


And remember — this steady volume 
of business comes in at an attractive 
profit, for the Milwaukee sales policy 
is designed to make satisfactory mar- 
gins possible. 


Let us help you analyze 
your brush market. 

















GENERAL PURPOSE 
SWEEPING BRUSH 





MILWAUKEE 


MEANS 
EXCELLENCE 

















BRUSH 














THE MILWAUKEE BRUSH MANUFACTURING ca. 


2212-2236 North 30th Street 


MILWAUKEE, WISCONSIN 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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sometimes, giving much in return. 
He did not think it was fair, but 
said it was up to the manufacturer 
to give the distributor and his 
salesmen the “tools” they need. 

The speaker stated that the Na- 
tional Association was out after 
uniform cash discount dates and 
terms. Those manufacturers hold- 
ing out, he said, haven’t figured the 
costs of handling discounts under 
present conditions, and that if 
manufacturers will cooperate, this 
goal can be attained. He stressed 
the need for larger profits on small 
orders, and stated that if distribu- 
tors would send in good examples 
of their experiences in handling 
these small orders, everybody would 
be helped. 

Touching on the subject of selec- 
tive distribution, he ventured the 
opinion that distributors need to 
have specialty men on certain lines, 
men who are especially trained on 
these lines and can cooperate with 
the other salesmen in marketing 
them. 

In closing, he said that distribu- 
tors and manufacturers have com- 
mon problems, and that if they will 
get together, these problems can be 
ironed out successfully. 

In handling the subject, “Distri- 
butor Policies Beneficial to the 
Manufacturer,” L. M. Knouse, 
president of the American Supply 
and Machinery Manufacturers As- 
sociation, told the “story” of a 
supply house, which was long estab- 
lished and had enjoyed real pros- 
perity, but which finally got to the 
point where things were going bad, 
and which finally called in an out- 
sider, a man with sales manage- 
ment experience in another field, to 
see would could be done about it. 
At the conclusion of his talk, Mr. 
Knouse explained that this was 
really his experience with not one 
distributor, but several, and that if 
distributors would adopt part or all 
of these ideas he felt sure manufac- 
turers would like it. 

The man in the “story” found 
that the house was handling too 
many competing lines and too many 
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VALVE BUYERS ARE READING THIS ADVERTISING —SEE HOW IT BACKS YOU 


“In Stock” 





ANY people never heard 
M of Hoquiam, in the great 
lumber region of Washington... 
or the busy little oil town of 
Sour Lake, Texas...or Sylacauga 
in cotton-growing Alabama. Yet 
in these and a hundred more 
outposts of Industry Jenkins 
Valves are favored, and stocked 


by local supply houses. 


Only: a few Branded products 
are of such reputation that they 
may be obtained from the shelves 
of stores on Industry’s Frontiers 


ats, JENKINS VALVES «+ 
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as well as in its centers, 
That Jenkins Valves are 
numbered among the few 
is a convincing demon- 
stration of their merit. It 
takes more than ordinary 


quality and efficiency ina 





product to win such a 





use. One of the twelve 
hundred leading supply 
houses carrying complete 
stocks of “Jenkins” is 
right near you,,: ready to 
provide what you want 
WHEN you want it. 





capable of saving your 





universal demand among buyers. 
Speedy delivery from a_ stock 
that, practically speaking, is 
“just around the corner” makes 
Jenkins Valves as convenient to 


buy as they are profitable to 


deh sos Ing 


BRONZE 


time and money in many ways. 


JENKINS BRE Ww ¢ ¢ ‘ y 
510 Main Street, B m ( 1.3 524 Atia enu 
Bos Mas 133 N tre I 4 a, Pa 

$22 Wash BR , Chicag lil; JENKI 
BRO Lt M ul, Canada; I Fngland, 
* IRON «+ STEEL casts 
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Schieren 
‘Leather Beltin 


* The Schieren reputation for Quality is 
due to the rigid control we exercise in 
the manufacture of Schieren Belting and 
the other products we make. You can al- 
ways sell these products with definite 
assurance that their dependability in service 
will result in constantly increased profits 
through new and repeat business for you. 


y, 
/ 








ER BELTING PACKINGS and SPECIALTIES 
FERRY STREET NEW 


Branches and Distributors 


b ce) 53 4 


n All Principal Cities 


DUXBAK WATERPROOF BELTING * DUXBAK ROUND BELTING * SCHIEREN BELT CEMENT AND BELT 
LACING * FLYFOOT BELT DRESSING * NATURAL GRIP BELT DRESSING AND PRESERVATIVE * BELT 
HOOKS ¢ BELT COUPLINGS ¢ LEATHER TEXTILE SPECIALTIES ¢ LEATHER PACKINGSe 








HAS NEVER BEEN 
SUCCESSFULLY 
IMITATED 
THERE'S NOTHING JUST 
LIKE IT TO PREVENT BELT 


SLIP AND LENGTHEN 
BELT LIFE 


WRITE FOR CIRCULAR C71. 
JOSEPH DIXON CRUCIBLE CO. 


Jersey City, Established 
Na KRG Te 27 


AT SUPPLY HOUSES 
EVERYWHERE 


WHAT A SLICK LITTLE 

GADGET THIS 1S 

by 7 
CIRCULARS 


SEND FOR 











unsalable lines, that its salesmen 
were not real salesmen, that it was 
maintaining an expensive delivery 
system and that it was having fric- 
tion with its competitors. 

He set about to establish friendly 
relations with competitors, placed 
salesmen on a commission basis, 
analyzed the sales policies of the 
manufacturers represented. He 


| brought in a cost accountant to de- 


| clusive or 


termine the weak points in the 
organization. 

Next, he selected 25 major lines, 
considering gross margins, enforce- 
ment of resale prices, quality of 
goods, responsibility of manufac- 
turer, and the sales cooperation 
given, then he began to negotiate 
with these manufacturers for ex- 
semi-exclusive fran- 


| chises, selling them on the idea that 


| with his sales organization, 








the company could do a real selling 
job for them. 

He found his main problem in 
concentrating on these lines was 
so he 
asked the manufacturers to send 
sales engineers to coach his sales- 
men. He set quotas for each sales- 
man on each line, monthly and 
weekly. Their sales were checked 
against their quotas and brought 
out in open meeting, where it was 
found one salesman could fre- 
quently help the other through 
ideas and suggestions. While he 
didn’t confine his company’s dis- 
tribution activities to these 25 lines, 
his men didn’t put sales effort be- 
hind the non profit lines. 

When this plan had a chance to 
work for awhile, it was found that 
the company’s sales and profits were 
improved, but that it was still in 
the red. Then came a study of cus- 
tomers, and it was learned that only 
one-third of the accounts on the 
company’s books were profitable, so 
the company began concentrating 
its efforts on the profitable one- 
third. As a result, delivery and 
other expenses were reduced. This 
maneuver brought no increase in 
sales, but profits again increased. 

Along came the general business 
improvement. A survey was made 


of the potential market. Names of 
prospects and customers’ were 


placed on cards, after credits had 
been checked, and the salesmen were 
given a list of items which it was 
possible to sell each account. A 
letter campaign was started to these 
people, with logical sales follow-up, 
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Four months ago—an already substantial sales vol- 
ume, even before the first public announcement of 
the Yarway steam trap. People had seen it, tried it, 
talked about it, re-ordered by mail, in constantly in- 
creasing volume, before any attempt had been made 
to secure supply house distribution. 


Today—three months after the formal announce- 
ment of this revolutionary trap—the demand is so 
far in excess of original expectations that keeping 
dealers stocked is now our greatest problem. Auto- 
matic machinery purchased to keep production up 
to sales was inadequate even before it was installed. 


Tool orders had to be doubled and extra shifts added. 


A demand so overwhelming that it has no precedent 
in Yarway history—few parallels in the history of 
industrial products. 


A demand that amazed seasoned mill supply distrib- 
utors—urged nearly fifty of them, to date, to take on 
the Yarway trap. And, almost daily, other leading 
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houses are being attracted in increasing numbers. 


Why has this new steam trap caused the greatest stir 
in engineering circles—the greatest buying interest 
among trap users—not to mention the greatest in- 
crease in competitive advertising and selling pressure 
that the trap industry has seen for many a day ? 


Can there be any other answer than, whether it’s a 
better mousetrap or a better steam trap—“the world 
will beat a path to your door”! 
“ “ “a 
If you want to see old records broken in customer 
interest and satisfaction—in convenience and econ- 
omy in stocking —in turnover and profit from the 
promotion of steam traps—get the facts, and get the 
Yarway Line for your territory. 


But you will have to act quickly. 


YARNALL-WARING COMPANY 
Chestnut Hill, Philadelphia 
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HAT No. 4 


Here'sa real profit-maker 


OSTER SALES C 


- > for distributors. No. 521 
lai \ “Tom Thumb” Portable 
Threading Machine for 


Bolts from 3%" to 114” 
inclusive and for the smaller 
sizes of pipe. 

No. 521 ‘Tom Thumb” 
is powered with universal, 
variable speed motor. Eco- 
nomical to operate. Worm 
Gear Drive. 

Order one for stock. 
Use it as a demonstrator. 
Watch the sales climb! 

Complete description 
sent promptly. Write! 

















Stocks and Dies « Pipe and Bolt Machines « Pipe Welding Jigs 


WILLIAMS 


SALES OFFICE: 2041 EAST 61st PLACE, CLEVELAND, OHIO 
FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 
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LENO 


HIGH -SPEED~ 
HACK SAW BLADES 
ARE BEST AT ANY PRICE. 


YOU Can Sell Lenox Blades With Satisfaction and Profit. 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS., U.S.A. 
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and now both sales and profits in- 
creased. 

| Certain potential customers were 
| found to be direct buyers. Informa- 
tion was obtained as to the size of 
their stock inventories, and data 
was presented to them to show the 
savings that could be effected by 
relying on the distributor’s stock. 
Result? New customers. 

This house then made a coopera- 
tive sales study with other distrib- 
utors and reached an agreement 
with them on division of stock. 

A plan and schedule were devel- 
oped for working with manufac- 
turers’ missionary men. A system 
for training the company’s sales- 
| men was inaugurated. Different 
| salesmen were selected to be ex- 
perts on specified lines, contacted 
the factories and studied with the 
manufacturers to fit them for their 
“expert” jobs. 

This man built up loyalty be- 
tween his house and his manufac- 
turers on the one hand and his cus- 
tomers on the other. He established 
friendly relations with his competi- 
| tors. And he brought his company 
out of the rut into prosperity! 

F. W. Swanson, president of the 
Globe Machinery and Supply Com- 
pany, Des Moines, Iowa, the final 
speaker of the evening, delivered a 
forceful address on the subject, 
“Manufacturer Policies Beneficial 
to the Distributors.” 

“TI think this is a prophetic occa- 
sion,” said Mr. Swanson, “Pro- 
phetic because it prophesies the 
closer relationship and the unity of 
purpose that will exist in the future 
between the two branches of the 
same family. 

“We distributors are convinced 
that we have our place in the sun, 
that we are an essential link in the 
plan of industrial distribution, that 
we have a definite needed function 
to perform. 

“We are convinced that we are 
entitled to a reasonable profit above 
the reasonable cost of doing busi- 
ness. We agree with the statement 
of the United States Federal Trade 
Commission made back in July 
1916, to the effect that the purpose 
of conducting a business is to make 
money. Every man must have as 
one of his objects in business, the 
object of making a profit.” 

Explaining that he spoke as both 
a distributor and manufacturer, 
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HELPING worse pistripurors 


TO THE UP THE TOOL BUSINESS 
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THE MORSE LINE The advantages of concentrating on Morse Tools 
Sitti are obvious. In addition to offering your cus- 

’ tomers the most generally accepted line of cutting 
High Speed and Carbon tools, you get the full advantage of Morse adver- 
DRILLS, REAMERS tising which has helped to make Morse Tools the 





CUTTERS : 

aaah en aie most salable line on the market. 

SCREW PLATES It is easier to sell Morse Tools 

ARBORS, CHUCKS than to try to sell against them. 

COUNTERBORES 

MANDRELS, TAPER PINS RA C rr a Tr 

SOCKETS, SLEEVES IvI ( ( ) ie < ome | > 
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° TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD .- . - MASS., U.S. A. 


NEW YORK STORE: 92 LAFAYETTE ST. CHICAGO STORE: 570 WEST RANDOLPH ST. 
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NATIONAL 


Dynamic Action 
CUTTING TOOLS 





A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, 
MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S.A. 
Tap and Die Division: WINTER BROS. CO., WRENTHAM, MASS. 














peal to industrial buyers. 
Bearings, Jacobs Key Chucks, splined spin- 
dies, pilot wheel feed, smooth action and 
maintained accuracy are qualities that are 
greatly in demand these days. 


There are real possibilities in store for you 
if you stock and sell DRIVER. Besides drill 
presses, a full line of band saws, bench 
saws, flexible shafts and other machines is 
available. 


New 6 splined spindle. 

4 SKF Precision Ball Bearings. 

dacobs (0 to %”) Key Chuck. 

Maximum distance chuck to table 12”. 

Maximum distance chuck to base 17%". 

Center of chuck to column 7 

Table size 10” x 9” adjusta le to tilt, any angle. 
Base 10” x 9”. 

Diameter steel column 2%”. 

Spindle travel 4”. 

Steel quill 144” 
pinion milled into it. 

Standard and slow speed pulleys Sateotongendte. 

Speeds standard pulley 600-1250-244 

Speeds slow speed pulley 480-940- 1300-7 2900 R.P.M. 

Above speeds obtained by using 1750 R.P.M. Driver 
Motor. 

Lower speeds may be obtained by using 1150 R.P.M. 
Driver Motor. 

Height over all 39%”. 

Shipping weight 125 Ibs. 
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“DRIVER 


DRILL PRESS 


Driver Drill Presses have features that ap- 


Their SKF Ball 


FEATURES 


diameter with teeth to match feed 


$35.00 
Bench Model with standard pul- 
ley and motor belt, less motor. 


Write today for Bulletin DP6 


and full information. Be, Poernee available, extra, 








Slow speed pulley with 2 SKF 





| Walker-Turner Co., Inc., Plainfield, N. J. | 
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that he realized the ethics of the 
buyer must be the ethics of the 
seller and vice versa, Mr. Swanson 
said that his own personal conclu- 
sions as to the manufacturer poli- 
cies most beneficial to the distribu- 
tor are the following: 

1. The manufacturer should fur- 
nish quality goods, with definite 
value. 

2. He should assist in educating 
the distributor’s sales force. 

3. He should provide some type 
of promotional activity to help the 
distributor create demand and sell 
more of the product of the manu- 
facturer. 

4. He should offer a definite sales 
policy—that it must be definite, 
whether it be exclusive, semi- 
exclusive, selective or what-not. 

5. He should establish, if any re- 
sale is to be established at all, an 
adequate resale. 

6. He should assume his share of 
the responsibility for maintaining 
his resale. 

7. He should recognize the cor- 
rect relationship that should exist 
between his distributors and him- 
self. 

8. He should recognize the fact 
that his line must absorb its share 
of the distributor’s cost of doing 
business. 

9. He should realize that the dis- 
tributor must have stabilized condi- 
tions, that the distributor must 
know the costs given him are exact 
costs, without special deals for cer- 
tain customers; that the distribu- 
tor must compete on an equal basis 
with his competitor. 

10. He should realize that we are 
in a period of changing conditions, 
with new problems confronting and 
affecting the distributor’s profit. 

11. He should respect local dis- 
tribution and not permit the inter- 
ference of local distribution by so- 
called National Distributors. 

12. He should appreciate the dif- 
ference in potentialities depending 
upon the territories of his distribu- 
tors. 

13. His interest in the distribu- 
tor should always make it possible 
for the distributor, if he would, to 
operate on the manufacturer’s line 
profitably and successfully. 

Mr. Swanson declared that the 
manufacturer should consider the 
distributor as a branch of his busi- 
ness, a member of his official fam- 
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ily, and as such should help him 
meet conditions as they exist. 

Mr. Swanson emphasized the dif- 
ficulty of maintaining established 
resale prices. However, even though 
some distributors are weak about 
sticking to them, the manufacturer 
must do his part in maintaining 
them for the 90 per cent of the 
distributors who will adhere to 
them. Mr. Swanson further stated 
that when manufacturers establish 
a resale or set up a further differ- 
ential for distributors that this 
differential should be reduced to the 
price cutter within the industry but 
should not be reduced to the ma- 
jority of the industry who have 
proved their ability to maintain it. 
Mr. Swanson further emphasized 
the law abiding majority are en- 
titled to protection against the law- 


less minority and that a general 


reduction of gross margins to all 


penalize unjustly the majority but | 


reflect no penalty on the minority. 
The manufacturers, Mr. Swanson, 


continued, must have a plan of dif- 
ferential maintenance that. will 


think of the deserving 90 per cent, 
not of the incorrigible ten per cent. 


“My opinion is that the only way | 


for a manufacturer to control his 
established resale prices is through 
control of his distribution outlets,” 
said Mr. Swanson. 


Mr. Swanson said that distribu- | 
tors, receiving the right kind of | 


cooperation from manufacturers, 


must think of their obligation to | 
enlarge the markets for the manu- 
facturers they represent; that if a | 


distributor seeks to use that part 
of a manufacturer’s capital repre- 
sented by sales territories, he must 
earn reasonable dividends for the 


manufacturer on such part of their | 


capital so employed. 


“If both branches of the family 


will remember that we are friends, 
that we can’t succeed unattached 
and that we can better succeed by 
helping each other, we will both be 
happier and ‘more effective in our 
work,” he concluded. 

The committee in charge of ar- 





rangements for this very success- | 


ful meeting was composed of 
Wendell H. Clark, chairman; F. W. 
Copeland, George M. Bockstahler, 
E. K. Stoddard, H. F. St. George, 
W. H. Symonds, W. C. Teare and 
C. A. Channon. All are officials of 
the Central States Club. 
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By the specifiers in your customers’ plants, evaluation of Hollow 
Screws starts with the process of manufacture. How sound has it proved; how 
long has it proved sound? 


ALLEN started with the Cold-Drawing Process — and after a quarter-century 
of use it still holds to the cold-drawing process! What could prove its basic 
soundness Ike the clear preponderance of Allen screws in the machine 
designs of THIS YEAR? What stronger sales-point to point to? 


THE ALLEN MEG. COMPANY 


HAarrrorn, Conn. U.$.A. 
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UF KIN 


TAPES - RULES 
PRECISION TOOLS 








Bef rst 


: a 


Where QUALITY. and 
PRECISION are considered 


UFKIN 


MICROMETERS 
‘1 — a 








@ FINEST QUALITY TOOL STEEL 

@ IMPROVED DESIGN 

@ SUPERIOR FINISH 

® RAPID READING 

@ EASE OF ADJUSTMENT 

@ GREATER DEGREE OF ACCURACY 


They're RIGHT-/n every way 


Meet your Trade 
demands - - with 


[UFKIN 
PRECISION TOOLS 


Send for General Catalog No. 12 


THE [UFKIN RULE £0. 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 


O6 Lafayette St 


(@r-lal-lell-lalac lan aela 
WINDSOR, ONTARIO 
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| Philadelphia after 


| M. Bail, 
| Oliver were still at the office. 








| Profitable Storing Methods 


(Continued from page 17) 





Each item is posted on the stock 
card after it is placed in the bin 
and the receiving tickets are 
turned in to the stock records clerk. 

Requisitions for material should | 
clear through the stock records 
clerk, who records on the requisi- 
tion the location of the part or| 
parts requisitioned, posts the date | 
of the requisition on the stock card, | 
the requisition number, the quan- 
tity called for and the balance on | 
hand. The requisition is then} 
passed on to an order picker to fill. 

A complete and accurate record 
of consumption and stock on hand 
for any number of items thus is 
vested in one set of records. Such 
a system serves as an excellent | 
guide to future purchases, reduces 
losses through depreciation and ob- | 
solescence and prevents delays due 
to incomplete stocks. 


as 


New Mill Supply Catalog 


® Catalog “B” which was _ pub- 
lished by R. R. Donnelley and Sons 
Company, Chicago, has just been 
issued by Theodore C. Ulmer, In- 
corporated, Philadelphia. The cat- | 
alog, which is over 400 pages, in- 
cludes a fine line of tools of various 
kinds, heavy hardware and a gen- 
eral line of industrial 
tractors’ supplies and some marine 
supplies. The cover design of the 
catalog is modernistic and combines 
brown and orange stamping on a 
green book cloth. 


and con- 











| When our photographer called at the | 
|Charles Bond Company offices in| 
working hours, | 

Messrs. Donald Hornbaker (left), H. 
M. N. Pike and Charles 
Evi-| 
|dently hours mean nothing to these 
| gentlemen if there is still work to be| 
done. 





RESULTS 
WITH 


BRONZE-TO- BRONZE 





ANY distributors have been 
placed on the road to 
greater profits by the adoption of 
—Dart— as the line of unions they 


handle. 


Their bronze-to-bronze feature of 
construction produces a true ball 
joint which is non-corrosive, leak- 
proof and requires no packing. 
They are time tested and time 
proven and for 40 years have been 
‘standard equipment’ with lead- 
ing industrials, public utilities and 
railroads. 


Surely there could be no finer 
or more convincing tribute to 
Dart dependability. 


Prices—not cheap, in keeping 
with their quality standards and 
assuring greater profits for dis- 
tributors. 





M. DART MFG. CO. 
PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 


Canadian Factory: 
Dart Union Company, 
Toronto, Canada 


Ltd. 
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FACT ORY 
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It is easi 


they are advertised in F 





FACTORY 
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from manufacturing 


is subscribed to b 


n any other bus 


to sell products 
nae ACTORY. 





nt Op- 


roducts knows Pla 


he must sell in order to 


plants. 


y more Plant Operating 


iness Papert: 


if 
to manufacturing plants 


NOTE: We want you to know how 
many of the products you distribute 
are being advertised in FACTORY. 
A letter on your business stationery 
will bring you a current copy. Send 
for it today. 


MANAGEMENT and MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 WEST 42nd STREET, NEW YORK, N.Y. 
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POWER TRANSMISSION 
CLUB ACTIVITIES 


ICTOR A. HANSON, research 
engineer, was guest speaker at 
the November 7 meeting of the 
New York Club. Mr. Hanson de- 
votes the greater part of his time 
visiting local clubs in all parts of 
the country. At this meeting he 
stressed the need for all members 
taking an active part in the meet- 
ings. He also pointed out that 
when selling the “Modern Group 
Drive” distributors should keep in 
mind that the customer is_ in- 
terested in things that will benefit 
himself. Mr. Hanson said that he 
had found it helpful to make a list 
of those terms that express this 
benefit to the customer. He passed 
on to the members a list that he had 
prepared and suggested that every 
one add any similar terms that 
occurred to them. Some of the 
more important 5: 
duced operating “Reduced 
power consumption,” ‘More con- 
stant machine speed,” ‘Promotion 
of machine mobility.” 
Mr. Hanson also told of the work 
that has been done in selling the 
idea of “Modern Group Drive” to 


ones were, “Re- 


cost,” 


the machine tool industry. He gave 
a number of figures showing the 
comparative cost of unit and 
modern group drive for driving 
from five to twenty machine tools. 
In each case there was a saving in 
favor of the modern group drive, 


and in several cases this saving 
was sufficient to pay for at least one 
extra machine. 

Vice-president John Skelley, con- 
tinued the development of a plan 
for the proper layout of transmis- 
sion equipment for a typical plant, 
which was started at a previous 
meeting. This problem proved par- 
ticularly instructive, as the entire 
club made helpful suggestions. The 
work was made even more interest- 
ing by scaled drawings showing the 
layout of the machines and the 
dimensions of the room. It was 
obvious that a lot of time had heen 
spent in getting out so complete a 
problem and the membership was 
very appreciative of Mr. Skelley’s 
work. The problem will be con- 
tinued at the next meeting. 

A feature of these meetings is 
the discussion of one or more of the 
Drake Lessons. The discussions 
are led by Mr. Roy C. Moore, chair- 
man of the technical committee, 
who calls on different members to 
read and discuss the subject matter. 
At this meeting Report 30 entitled 
“Gravity Idler Troubles and Their 
Cures” was analyzed. Mr. Moore 
called on Arthur Rahman, treas- 
urer, M. P. Hanlon, John C. 
Straefer, Mr. Darlington and D. F. 
Van Wormer. 


Preston de G. Baldwin, a member 
committee, fol- 


of the technical 





J. Edgar Rhoads, president, J. E. Rhoads Company; Frank Willard, presi- 
dent, Graton and Knight; John Skelley, Rockwood Manufacturing Company 
and J. Smith Pratt, American Pulley Company at a recent New York Club 


meeting. 
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a 


H. D. Witmer, secretary-treasurer, 
and A. §S. Dingenthal, president, 
Trenton Power Transmission Club. 


lowed this discussion with a short 
talk on “The Proper Installation 
of Gravity Idler Drives.” This 
was illustrated by a chart showing 
the method of calculating the re- 
quired idler weight for various belt 
tensions and idler positions. 

Among the guests present at 
this meeting was J. Edgar Rhoads 
of Wilmington and Frank Willard 
of Worcester, both leaders in the 
leather belting industry. 

President J. G. Van Arsdale 
closed the meeting with an ex- 
planation on the method of 
handling of leads received through 
the advertising of the council. 


G. MERRITT, Southern Belt- 

« ing Company, was elected 
president of The Atlanta Power 
Transmission Club in August. 
Other officers are: M. H. Courtenay, 
SKF Industries, Incorporated, vice- 
president; J. C. Turner, Charles 
Bond Company, treasurer, and 
M. M. Key, secretary. 

At the regular October meeting, 
held October 25 at the Biltmore 
Hotel, D. A. Ahlstrand, chairman 
of the technical committee, pre- 
sented a mill layout which he, Mr. 
Courtenay and R. H. Trammel, 
Fulton Supply Company, had pre- 
sented to the owner. The complete 
layout was thoroughly discussed, 
both from a= mechanical and 
economy standpoint. 

This group is fortunate in having 


as a _ participating member the 
Georgia Power Company, whose 
representative, Edwin M. Clapp, 


took a leading part in the above 
discussion. 

The meeting was attended by six 
members of the Fulton Supply 
Company sales force. 
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— our New 44 page 


V-BELT DRIVE 
CATALOG 


Here's a catalog you'll want to keep 
in your files. It contains, in handy 
form, all the data required for figuring 
and ordering ~=-V-Belts, += V-Belkt 
Sheaves and complete Drives. Dia- 
grams and illustrations are also 
added to help you. 



















disk Yi: y) 
ic, 


Incidentally, our Stock Assort- 
ment consists of nearly 2800 V- 
Belt Drives from 1%4 h.p. to 100 
h.p. with at least a dozen selec- 
tions of center distances for 
each. This allows us to furnish 
very promptly any Drive V-Belt 

or Sheave requirement. 
However... 


Just send a request on your business 
letterhead, and this new catalog will 
come to you—gratis. 





Woov's Propucts 
Shafting, Hangers, Col- 


lars, Pulleys, Friction 
Clutches, Ball) Bearings, 
Flexible Couplings, Rope 
Sheaves, Pillow Blocks, 


Belt ¢ ont actors, “V"' Belts 
“vy” Belt TE aves and 
complete “* Belt Drives 
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T. B. WOOD'S SONS CO. 








50 Church St., New York CH AMBERSBURG, PA. 387-391 Atlantic Ave., Boston 


MEMBER: The Mechanical Power Engineering Associates 
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Here’s a 
line that 


MOVES! 


—your customers will recognize 
the RED CAP LINE of brushes and 
brooms as a guaranteed value. To 
cite just a few— 









THE 
LOONTEE— 


a long-wearing 
fibre broom 


BROOMS 


Indianapolis distributes through in- 
dustrial supply houses under a 
definite sales policy which assures 
a good profit margin. Write for full 
information. 





INDIANAPOLIS 


| 
| 
| 


| 
| 








SALES POSSIBILITIES 
IN NEW PRODUCTS 





Adjustable Bolt Die Heads 





® ADJUSTABLE bolt die heads and 


dies designed for use in regular 
“Toledo” Number 00 ratchet in sizes 
i. 2 2, i, 2 and 1-inch sizes. 


Standard bolt threads, or an over or 
unaer adjustment of «:-inch are ob- 
tained by loosening four die head 
cover screws and turning knurled ring 
until dies are set to desired size. This 
adjustment makes it possible to have 
all four cutting edges cutting equally 
when standard setting is changed, 
according to manufacturer. Die seg- 
ments may be easily removed and re- 
ground when dull. Dies may also be 
replaced at small expense. Each die 
is cadmium plated.—The Toledo Pipe 
Threading Machine Company, Toledo, 
Ohio. MILL SUPPLIES, December, 
1935. 


Stainless Caliper Rule 


a 


ys, MALAI it A el pa ta 
© A STAINLESS steel caliper rule, 
Number 391-A, has been announced. 
It is made in 3-inch length and 
graduated with first corner in eighths; 
second corner in sixteenths; third 
corner in thirty-seconds; fourth 
corner in sixty-fourths and the slide 
in thirty-seconds and sixty-fourths of 
an inch—The Brown and Sharpe 
Manufacturing Company, Providence, 
Rhode Island. MILL SUPPLIES, 
December, 1935. 


Wide Vision Goggle 


¢ AN IMPROVED wide vision chip- 
ping goggle is equipped with super- 
safety lens that does not change direc- 
tion of light rays passing through 
lens. Goggle is close fitting and edges 





Brush & Broom Mfg. Co. | contacting face have gum cushion 


ESTABLISHED 1890 
126 Brush St. 


Indianapolis, Ind. 











| binding. Large curved lenses are in- 
| terchangeable by means of simple 
hinged door. Manufacturer states 
that curvature of lens is such that it 
|is entirely free from focus with op- 
| tical center so located that line of 








for 
ahead through lens suffers no devia- 


sight an eye looking straight 


tion. Lenses are made from high 
quality crown glass and_ placed 
through special hardening process 


which toughens glass enabling lenses 
to withstand severe blows and impact 
hazards, according to manufacturer. 
—The Chicago Eye Shield Company, 
2298 Warren Boulevard, Chicago, Illi- 
nois. MILL SUPPLIES, December, 
1935. 


Clamp 





| 
Maximum | 
Opening | 
Depth of 
Throat 14 


251 














©@ “PONY” clamp No. 251, has a max- 
imum opening of 1 inch and depth 
of throat of 14 inches. Surfaced out- 
side edges are at 90 degree angles. 
Frame is of malleable iron, cadmium 
plated. Screws are of steel with 
U.S. standard threads. Swivels are 
turned from solid steel and riveted to 
screws. Loose pin handles give ample 
power without aid of pliers. Manu- 
facturer states this type clamp is 
made especially for tool makers and 
machinists for holding work on sur- 
face plates, drill press table, and so 
forth.—Adjustable Clamp Company, 
417 North Ashland Avenue, Chi- 
cago, Illinois. MILL SUPPLIES, De- 
cember, 1935. 


Flocontrol Valve 


© A NEW type of valve that com- 
bines a micrometer setting  indi- 
cator with proportional or “straight- 
line” flow control, known as “Flo- 
control Valve” has been announced. 
Valve has a scientifically designed 
type of slotted disc insuring propor- 
tional increase or decrease in flow for 
each hundredth of a turn of hand- 
wheel while micrometer indicator per- 
mits valve settings to be duplicated 
exactly time after time. Valve di 
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and seat ring are of hardened stain- 
less steel, regrindable and renewable. 
Manufacturer states that valves have 
unusually long life in continuous 
boiler blow-down service because of 
unique construction of seat and disc. 

The Hancock Valve Company, 
Bridgeport, Connecticut. MILL SUP- 
PLIES, December, 1935. 


Upright Motor 





e THE U. S. Varidrive motor is now 
being offered in the upright design. 
Manufacturer states the advantage of 
this upright design over the com- 
monly used horizontal design is a sav- 
ing in lateral space and also gives the 
user the option of having take-off 
shaft at either high or low position. 
Horizontal design is used where over- 
head space, rather than lateral space, 
is liimited.—U. S. Electrical Manu- 
facturing Company, Los Angeles, Cal- 
ifornia. MILL SUPPLIES, Decem- 
ber, 1935. 


Wright Hoists 


sell right 


@ Easy. Because they are right. Any way you look 
at them. Right in materials. Right in design. Wright 
—entirely Wright—in the way the advantages of 
finest materials and most advanced design are 
brought together in a product that offers you 
exclusive Wright opportunities. 


Get your share of the hoist business—by selling 
Wright in the right way. On the basis of Wright's 
21 points of superiority. 


Among these 21 points four are particularly 
impressive. Zinc-coated finish—exclusively Wright. 
Positively grease-sealed precision ball bearings. 
A load chain that can't ride out of the pocket. 
An efficient wear-reducing, alignment-assuring 
ball-bearing spindle at point of greatest speed. 


Ask us to tell you all about your sales opportunity. 
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‘ 
33 
o 
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In 
— " ° F THE usiness 
Thin Metal Tubing WRIGHT MANUFACTURING DIVISION O (sete, 


Stock and Dies AMERICAN CHAIN COMPANY, Incorporated \ 5”) 








YORK, PENNSYLVANIA 
® FOR THREADING thin metal 
tubing these stocks and dies cut 
straight accurate threads regardless 
f whether tubing has been cut off 
traight or not, according to the man- 
facturer. The principal feature is 
an internal’ expansion bushing guide 
which fits tightly inside tubing and 
loes not revolve preventing scratches | 
ind crushing or distortion of thin | 


WRIGHT 


Orproved High Speed Hoists 
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TESTED AND PROVEN 
BY 61 YEARS OF SERVICE 
TO INDUSTRY 





















alit 


S. W. CARD MFG. Co. | threading machines has been devel- | 


oped. The live center, which extends | 


Division of Union Twist Drill Co. 


| walls. 


Body and handles of stock are 
made of aluminum. To operate, bush- 
ing guide is inserted in tubing approx- 
imately its full length, and is ex- 
panded against walls by simply turn- 
ing nut on rear end of draw bolt. 
This virtually “locks” stock and die 
onto tubing in perfect alignment.— 
Greenfield Tap and Die Corporation, 
Greenfield, Massachusetts. MILL 
SUPPLIES, December, 1935. 


Bench Scale 





@ A SMALL bench scale with plat- 
form 163 by 184 inches and capacity 
ranges from 50 to 125 pounds has been 
developed for general utility purposes. 
Unit uses a Junior or smaller size dial 
mechanism similar to standard Kron 
double pendulum ball bearing type. 
Platform has standard Kron full- 
floating type construction. All levers 


operate about fixed fulcrums.—The 
Kron Company, Bridgeport, Connecti- 
cut. MILL SUPPLIES, December, 


1935. 


Threading Machine 
Attachment 





e A WORK holding and 
attachment for use 


centering 


on Landmaco 





Give Me 
STARRETT 
TOOLS 


That's what expert tool users tell themen 
who buy tools. They prefer Starrett 
Tools for their accuracy and dependa- 
bility — and their opinion carries 
weight. That's why Starrett Tools, Dial 
Indicators and Hacksaws are the stand- 


ard in the tool cribs of most shops. 


Have you enough copies of Starrett 
Catalog No. 25 “EG” and the special 
Dial Indicator Catalog? 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U. S. A. 





Sell 


Starrett 





slightly beyond face of die head, is | 
oo under spring pressure so that | 


MANSFIELD, MASS., U.S. A. 








ools 
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as operator moves carriage forward 
in order to bring position of gear to 
be threaded adjacent to chasers, cen- 
ter moves back into bore of head. 
Center operates in hardened and 
ground bushing and has ample bearing 
surface to insure proper alignment. 
Work holding and driven mandrel 
are applied to standard carriage front 
or vise on machine so it can be read- 
ily applied or removed if machine is 
to be used for regular threading work. 
Live center in die head and machine 
spindle are also removable.—The Lan- 
dis Machine Company, Waynesboro, 
Pennsylvania. MILL SUPPLIES, 
December, 1935. 


Goggle Lens 





© A goggle lens, which manufac- 
turer states has far greater impact 
resistance than any lens previously 
used in eye-protection equipment, is 
now being offered the trade. The 
lens, called the 6-curve Super Armor- 
plate, gets its extra strength from its 
high curvature, and is declared to be 
more effective in deflecting glancing 
blows because of this. It is also stated 
that curvature permits closer fitting 
to the face without interfering with 
the eyelashes. In the event of frac- 
ture, tests indicate that curvature 
tends to push fragments out and away 
from the eye. Above is shown a one- 
inch solid steel ball dropping on lens 
from a height of 10 feet. Ball has a 
weight of four times standard used in 
testing and a blow having twelve 
times the energy of standard test.— 
American Optical Company, South- 
bridge, Massachusetts. MILL SUP- 
PLIES, December, 1935. 


Welder 





¢ “200 AMPERE Shield Arc Special” 
welder supplies a uniform current 
for welding with bare or heavily 
coated shielded arc type electrodes in 
all sizes up to 3 inch, with welding 
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Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


*“*Hallowell’’ Work-Bench O£ Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an _ honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


*““HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 

Semi-Purtable 
“HALLOWELL” Steel-Wool Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
*“HALLOWELL” Steel Chairs 
*“HALLOWELL,” Steel Stools 
*HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 
































” 4 
STANDARD PRESSED STEEL CO.| 4 
BRANCHES BRANCHES \__ 
peor d JENKINTOWN, PENNA. yew yo isco 
DETROIT Box 519 sT.LOUIS 
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foferred BY 50,000 PLANTS 


40 years of progress have put Cling-Surface in 50,000 
plants. These plants almost inevitably repeat. They know 
Cling-Surface saves them many dollars annually. 





400 repeat orders from one company is not unusual. 85% 
of our dealers’ business is repeat business. 


Cling-Surface increases your volume—brings large profits 
and opens the door on other lines. 


WRITE —Get full particulars—see our interesting demon- 
stration, Cling-Surface Company, 1017 Niagara St., 


Buffalo, N. Y. 


CLING-SURFACE 
BELT PRESERVATIVE ©) 









Chine 
SURF, ; 








New, convenient 
i oz. tubes avail- 
able for use in 
small shops and 
homes (medium 
density only). 


Pound and '/, 
pound bars 
tor users who 
prefer it in 
bar form. 





Liquid in choice 
of 4 densities, 
packed in tins 
and drums from 
1 pint to 60 
gallons. 





























“VEELOS BALATA”’ 


—The Password to Belting Sales 





THE NEW 
VEELOS “V” BELT 





enables you to fill large orders 


from a few sizes carried in 
stock. Adjustable to length, it 


can be made endless on the job 


Jp STRIBUTORS find less sales 

resistance when they say: 
“Veelos Balata Belting”, because 
manufacturers know and appreciate 
the qualities that have made this 
the standard belting of the world: 
namely, that it is made of the finest 
American long staple duck, impreg- 
nated with pure balata gum .. . 
weatherproof, hard gripping and 
long living. It will pay you to sell 
Veelos Balata Belting. 


without the use of lacing, splie- 
ing or fasteners. 


KEYSTONE CANVAS 
STITCHED BELTING 


is 


brings orders from prospects 


and customers who demand 


sturdy performance at low cost. 


Write for all the Facts 








MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM, PENNA. 


NEW YORK CITY—350 Broadway CHICAGO—407 S. Dearborn St. 
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current range from 60 to 250 amperes. 
Generator is single operator variab‘e 
voltage type with laminated magnetic 
circuit and equipped with interpoles. 
Lincoln dual control of welding cur- 
rent is provided by adjustment of both 
series and shunt fields. Separate ex- 
citation of generator shunt fields is 
supplied by exciter connected on gen- 
erator end of unit. Welder is powered 
by Waukesha 4-cylinder engine which 
delivers 23 hp. at 1,400 r.p.m. with 
gear driven governor. Gasoline tank 
of ample capacity is mounted over 
generator. Unit is compact and 
weighs 1,078 pounds.—The Lincoin 
Electric Company, Cleveland, Ohio. 
MILL SUPPLIES, December, 1935. 


Bench and Pedestal Grinder 





® This 12-inch bench and pedestal 
grinder has a heavy duty motor, 
either 2 hp., or 3 hp., exhaust type; 
hinged guards; adjustable tool rest, 
which can be tilted for angle grind- 
ing, and heavy wide-base pedestal. 
Standard equipment includes water- 
pot, tool trays and starter.—Baldor 
Electric Company, 4351 Duncan 
Avenue, St. Louis, Missouri. MILL 
SUPPLIES, December, 1935. 


Rotary Pumps 





© A LINE of heavy-duty rotary 
pumps for pumping thin, thick, 
viscous, hot, cold or corrosive liquids 
has been announced. Pumps are 
made to handle pressures up to 300 
pounds per square inch, temperatures 
up to 650 degrees F. with 10 to 2,500 
g.p.m. capacities. For viscous and 
solidifying liquids pumps are steam- 
jacketed, and for high temperatur: 
stuffing boxes are water-jacketed. I) 
ternal sleeve and internal roller bear- 
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ings are used for non-corrosive 
liquids; external ball bearings for 
corrosive liquids. Continuous-tooth 
double-helical gear rotors are mounted 
on stiff shafts with large, high-capac- 
ity bearings. Single extra deep 
stuffing box on internal bearing type 
pump is subject to suction pressure 
only. All parts are easily accessible. 
Worthington Pump and Machinery 
Corporation, Harrison, New Jersey. 
MILL SUPPLIES, December, 1935. 


Hole Saw 





e A hole saw with replaceable blades 
which cuts holes from {-inch to 44 
inches in diameter in wood, plywood, 
laminated veneer, flat metal sheets, 
pipe, formica, bakelite and other ma- 
terials, using either hand drill or drill 
press, on either flat or curved sur- 
faces, has been announced. The out- 
standing feature is the fact that it is 
replaceable in a permanent hole saw 
holder eliminating necessity of dis- 
carding holder when only blade is 
worn out. Spindles for hole saws are 
available in two types: Number 2, }- 
inch in diameter; Number 3, }-inch 
in diameter, both fitting any diameter 
of holders and blades. Holders, or 
heads, are made in two sizes: Number 
4 for use with }-inch center drill for 
hole guide; Number 5 for use with 
drill jig. Both are fitted with clamp 
wedge and lock nut for extracting 
cores.—E. C. Atkins and Company, 
Indianapolis, Indiana. MILL SUP- 
PLIES, December, 1935. 


Line of Electric Tools 


© A NEW line of Universal electric 
tools has been announced as fol- 
lows: ¥s-inch heavy duty drill, short 
light weight, powerful compact unit 
for drilling in cramped quarters; 3- 
inch standard duty drill, general pur- 
pose tool for light work and inter- 
mittent drilling in metal or wood up to 
its rated capacity; 3-inch heavy duty 
drill, recommended for continuous 
work in production plants such as 
automobile, auto body, railway car 
plant, and so forth; ys-inch heavy 


duty drill, also for use for production 


plants and particularly adapted for 
lose quarter work; §-inch standard 


duty drill, light weight powerful tool 


grip handle construction recom- 


DECEMBER, 1935 





VISAS 


THAT HAVE EXTRA 
TOOL FEATURES... 


F you are used to taking pipe vises for 
granted, stop, look and listen. 


Pipe vises are usually plain substantial devices 


for holding pipe, but RITA Vises are much 
more than that. 


They are all equipped with handy efficient 
pipe benders. 


They all have pipe rests built into them. 


Yoke and chain vise stands have handy tool 
trays. 


Yoke and chain post vises are equipped with 
oil can holders. 


And in 2" and 2'2'' capacities all RITAID 
vises are equipped with No-Mar jaws for nickel 
pipe. 

These features make it worth while to use 
Rifaits—that’s why you should sell them. 


THE RIDGE TOOL COMPANY 
ELYRIA, OHIO, U.S. A. 





PIPE WRENCHES, CUTTERS, THREADERS, VISES 
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... The Line 
that is converting 


POWER 


INTO 
PROFIT 
for distributors 


So outstanding is the power, the | 
ease and speed of operation of | 
Badger tools, that distributors find | 
extra satisfaction and extra profits | 


in selling them. The superior per- 
formance which 
these tools deliver 
assures that users 
will not forget the 
services of the 
distributor who 
recommended 
them 












heaviest loads 
with greater ease. 
The Power King 
offers remarkable 
resistance to 
wear, and has less 


slack, no lost 
motion, and 
faster action. All 


steel. 


The Most Complete Line of Rail- 


way Siding Tools Ever Developed 
Including: 


® THE POWER KING 


for heaviest loads 


© THE POWER BOY 


for average loads 
® BADGER CAR MOVERS 
® NEW BADGER CAR MOVERS 
2 


ADVANCE SAFETY 
CAR WRENCHES 


ALWAYS SOLD THROUGH DISTRIBUTORS 





The ADVANCE CAR 


MOVER CO., Inc. 


Appleton, Wiscensin 


CANADIAN ADVANCE CAR MOVER CO., 
WELLAND. ONTARIO, CANADA 
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| work; 
| heavy construction, repair and pro- 


Built to move the 








mended for millwrights, contractors, | 


electricians, and so forth; 4%-inch 
heavy duty drill, for continuous work 
in production plants where operations 
call for drilling a large number of 
g-inch holes, and where spindle speed 
of larger drills is too slow for such 
operation; 4-inch standard duty @rill, 
a general purpose tool for mainte- 
nance, repair and light production 
4-inch heavy duty drill, for 


duction work, used for most severe 
operations for continuous 4-inch pro- 
duction drilling; §-inch standard duty 
drill, a general all-around drill for 
machine shop drilling and general 
maintenance up to its capacity; §-inch 
heavy duty drill, a tool for heavy duty 
wood and metal drilling, reaming and 
countersinking in construction, truck, 
railway, automobile and heavy dur- 
able goods industries; j-inch heavy 
duty drill for heavy duty drilling, 
woodboring, reaming and countersink- 
ing for heavy construction, and so 
forth, and 1-inch heavy duty drill, for 
heavy duty drilling.—Chicago Pneu- 
matic Tool Company, 6 East 44th 
Street, New York City. MILL SUP- 
PLIES, December, 1935. 


Grinders 





® DESIGNED to be self-contained, 
a line of T-inch general - purpose 
grinders in three models has been an- 
nounced. Pedestal model is available 
with either single- or 3-phase motor, 
single-phase equipped either 
plain toggle switch, or with push-but- 
ton overload relay switch, three-phase 
model equipped with relay switch as 
standard; bench model with single- 
phase motor, and belt-driven model 
for shops in districts where voltage 
and phase is not standard and where it 
is more convenient to belt machine to 
existing motor or drive. Some of the 
outstanding features of this line are 
Twin-lite safety shield equipped for 
lamp bulb on each side of shield; ex- 


with | 








| tended wheel housings; machined tool | 


supports; aloxite wheels balanced to | 


within 1/10 ounce-inch, and shafts 
carried in double-seal New Departure 
ball bearings.—Delta Manufacturing 
Company, Milwaukee, Wisconsin. 
MILL SUPPLIES, December, 1935. 









It is the policy of the 
Trimont Mfg. Company 
always to make pipe 
wrenches which are the 
strongest and safest 
available. It is our pol- 
icy to use modern pro- 
duction methods that 
guarantee our custom- 
ers and yours the high- 
est quality and greatest 
value for their money. 

Because the quality 
of Trimo Wrenches is 
known and dependable 
—because we make it 
possible for you to offer 
them at fair prices they 
are always welcome in 
the plants you call on. 

And the distribution 
policy of Trimont Mfg. 
Company means fair 
profits to you. 
TRIMONT MFG. CO., 

INC. 

Roxbury (Boston), 

Mass. 


@ HANDLE DROP FORGED—NOT CAST 


THE STRONGEST — SAFEST 


WRENCH YOUR CUSTOMERS CAN BUY! 


"TRIMO-ALLOY’ 


PIPE WRENCH 


MILL SUPPLIES 
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® Pipe railings which are assembled 
by welding and have jointless steel 
posts instead of usual tubular fittings, 
have been announced. Railings have 
concealed welds which manufacturer 
states results in neater appearance. 
All connectors are of wrought steel. 
Railings can be made and shipped in 
long lengths.—The Fabricated Steel | 
Products Company, Wheeling, West | 
Virginia. MILL SUPPLIES, Decem- 
ber, 1935. 





Electric Grinder 








© A CLEARANCE type electric 
grinder which has a flat face on 
motor housing permitting grinding | 
of long pieces of material has been 
announced. Grinder is provided with 
cast-iron base and rubber insulating 
feet. It has heavy steel wheel guards 
and adjustable steel tool rests which | 
may be set in any grinding position. 
Furnished with two grinding wheels 
6 x 2 inches, one coarse grain, other | 
fine. Motor is totally enclosed and | 
rated + h.p. 3450 R.P.M. for 110 volt, | 
60/50 cycle alternating current opera- 
tion. Equipped with dust sealed ball | 
bearings, start and stop switch and 
6 feet rubber cord and plug. Over- 
all dimensions are 104 inches high, 
12} inches long and 84 inches wide. 
Net weight is 38 pounds. — Diehl 
Manufacturing Company, Elizabeth- 
port, New Jersey. MILL SUPPLIES, 
December, 1935. 


| 
| 
| 
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Generator 


® A SMALL-SIZE medium-pressure 
acetylene generator for portable or | 
stationary service, known as Oxweld 
type MP-6, has hand-wheel at gen- 
erator top to control carbide feed so 
acetylene at any desired pressure up 
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LAMPS TO 


“My heavy hardware items have been mov- 
ing pretty slow these last few years. I 
needed something to add life and volume 
to my business—so for the first time in our 
history I stocked lamps. At the end of the 
year I was amazed to see the volume and 
profit I had built up on this one item—and 
I realized what I had been overlooking 
these many years. From now on Hygrade 
Lamps are in my line to stay. Good times or 
bad, people must have light. It’s steady re- 
peat business that gives me better than 6 
turnovers a year. It’s a clean, non-technical 
product that is easy to sell and that returns 
a real profit for every dollar invested.” 


Get some of this volume and profit that 
other jobbers are discovering in Hygrade 
Lamps. Hygrade Lamps are nationally ad- 
vertised and they havea fine reputation and 
wide acceptance in every industrial field. 
Mail the coupon and get the facts. 





JUST BY 





ADDING 
MY LINE!” 


6 to 8 


TURNOVERS A YEAR 


Inventory fully 
protected against 
price decline 


A year-round 
demand 


Mostly contract 
business 





grade 


amps 


HYGRADE SYLVANIA CORPORATION 
Salem, Mass. 








ee 
HYGRADE SYLVANIA CORPORATION 
Salem, Mass. 
Please send me a Copy of “14 Reasons 
Why” and details of your jobbers’ 
proposition on Hygrade Lamps. 


Name 





pT REO eR SO 
City and State Sek 











77 













ut ut “ a 
MAXI What isa "MAX" Drill? 
A high speed steel polished flute 


DRILLS sad , 
drill with a special surface treat- 
OPEN a edie wae @ sae 
high speed drill. 
DOOR 
TO NEW 
BUSINESS 


How can it be identified? 


It has a jet black finish. 


How is it being sold? 


Largely on the basis of test runs, 
with future business dependent on 
the test performance. And _be- 
cause of their unusual perform- 
ance “Maxi” Drills are “getting in” 
new plants every day. The dis- 
tributor who carries them gets in 
too. Better get the full story. 


GREENFIEL ‘AP AND DIE 
CORPORATION 
GREENFIELO MASSACHUSETTS 


New York Office: 
15 Warren Street 





Chicago Office: 
611 W. Washington 
Blvd. 
Detroit Office: 
228 Congress St. W. 




















Sell the line of least resistance! 


DESMOND-STEPHAN 
RECOGNIZED QUALITY 


DESMOND 


GRINDING WHEEL 
DRESSERS and CUTTERS 








SIMPLEX 


STEEL SLIDE VISES 





Simplex Vises have the exclusive steel 
only complete line of wheel truing slide feature—making for stronger 
tools on the market—a proper tool and more serviceable vises at no 


Desmond cutters and dressers are the 








o 


for every type of wheel. greater cost 


Investigate this profitable business now. Catalog, price 
list, and complete information gladly sent on request. 


THE DESMOND-STEPHAN MFG. co. 
URBANA, OHIO 


WE SELL THROUGH DISTRIBUTORS 

















to 14 pounds per square inch may be 
obtained. Carbide feeding mechanism 
incorporates same principle of gravity 


| type, pressure diaphragm-control as 
| larger Oxweld types MP-4 and MP-5. 


All operating mechanisms are as- 
sembled within dome-shaped top of 
generator and dome may be tilted 
back for access to interior. Unit has 
special automatic controls and can be 
mounted on truck or fitted for per- 
manent installation to supply medium- 
pressure acetylene through pipe lines. 


| —The Linde Air Products Company, 


205 East 42nd Street, New York City. 
MILL SUPPLIES, December, 1935. 


Combination Step Ladder 





@¢ A COMBINATION §sstep ladder 
that has all the features of a regular 
step ladder and is so constructed that 
it can be safely used as a double 
length outdoor ladder, has been an- 
nounced. This “Hi-Lo” ladder is 
made from straight grained ladder 
stock, has trussed steps, full rodded 
hickory rounds with steel washers and 
rubber feet. A malleable hinge with 
gear teeth and thumb screw holds two 
sections together and locks ladder 


| with legs extended at any angle. 
| Ladder can be used double its length, 
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and its design permits adjustment to 
form level working stage for use on 
stairways. Ladder also has removable 
platform which can be placed on any 


step required, and when not in use | 


platform folds between rails. 
is available in 9, 11, 


Ladder 
13 and 15-foot 


lengths.—The Goshen Manufacturing | 
MILL | 


Indiana. 
December, 1935. 


Company, Goshen, 
SUPPLIES, 


Gear Motors 














@ A line of gear motors, 
helical gear and worm gear units, 
either direct connected or coupled 
types, in single, double and triple 
reductions for horizontal, vertical and 
right angle drive, has been an- 
nounced. Worm gear motors (illus- 


trated above) are obtainable in power | 


capacities from { to 40 hp. with 
speeds on slow speed shaft down to 30 
R.P.M. when equipped with 1750 


R.P.M. motor. Worms are made of 
high carbon alloy steel integral with 
shaft, carbonized hardened, ground 
and polished. Shafts are of chrome 
nickel steel, fitted with anti-friction 
bearings. Helical gear motors are 
particularly adapted to drives re- 
quiring } to 75 hp. and speeds down 


to 6 R.P.M. on slow speed shaft when | 


used with 1750 R.P.M. motors. Units 
are equipped with heat-treated chrome 
nickel steel gears and oversize anti- 
friction bearings.—Diehl Manufactur- 
ing Company, Elizabethport, New 
Jersey. MILL SUPPLIES, Decem- 
ber, 1935. 


Welding Rod 


® A STAINLESS steel welding rod for 
welding chrome-nickel steels of the 
18-8 type, known as Oxweld No. 28 
Columbium-Treated 18-8 welding rod, 
has been announced. Manufacturer 
states that the unique feature of this 
rod is the inclusion of a_ definite 
quantity of the element columbium | 
and that products fabricated from 
“treated” or “stabilized” 18-8 steel 
by welding with this rod have full 
corrosion resistance and heat resist- 
ance in the as-welded condition and 
no heat-treatment after welding is 
necessary. It is also claimed that 


the use of this rod greatly extends 
the possibilities for oxy-acetylene | 
welding in the fabrication of 18-8 | 


equipment to be used under corrosive | 
or oxidizing conditions.——The Linde | 
Air Products Company, 30 East 42nd | 
Street, New York City. MILL SUP- | 
PLIES, December, 1935. 
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types. 


Singly. 


In Matched = 
On Attractive Display Boards 








ARMSTRONG 
WRENCHES 


| Quality Lines 
That sell each other. 
Each complete in sizes and 


SOCKET WRENCHES 


Oni¥rLoe 


((ARBON STEEL WRENCHES—Drop Forged from special steel, heat treated 
A 


to proper degrees of both hardness and toughness. 
standard openings. 


Beautifully 


Accurately. milled to all 


finished in black baked enamel with heads 


ground bright and plainly marked for size. 


((HROME-V ANADIUM WRENCHES—Chrome plated with heads buffed bright. 


A Longer, lighter, thinner and stronger with improved designs. 


The 
Drivelock 






ie lusive 

ARMSTRONG fea 

ture) takes the 

wobble, uncertainty 

nd makeshift’ 
out of Detachable 

Head Socket 

Wrenches brings . 

these e mente iin up to industrial 
quality to yards A quarter turn of 
the ARIS" TRUONG. Drivelock pin locks 
sockets to drivers, locks extension to exten 
ion, locks drivers to ratchets makes each 
assembly a safe, rigid tool Sockets cannot 
fall or pry off. Sections cannot separate 





These handier 
wrenches are finding a ready market among 
mechanics, assembly departments and for 
machine wrenches, especially on light, fast 
automatic production equipment. Standard 
and new types. 


OCKET WRENCHES with the Drivelock. 

Only the ARMSTRONG Line has this new 
patented feature that brings detachable socket 
wrenches up to industrial standards for 
strength and safety. Sockets from the tiniest 
miniatures to great bridge ratchet sizes (5”): 
Chrome Vanadium Steel, chrome plated. Drop 
forged ratchets, extensions and handles and 
sets of all sorts in fitted steel cases. 


Each ARMSTRONG Wrench Line is out- 
standing; is made up of the “finest that 
can be made.” All carry the ARMSTRONG 
good will, give the complete satisfaction of 
ARMSTRONG quality — attract new tool 
buyers, build repeat business. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave., Chicago, U.S.A. 
New York Office: 109 Lafayette St. 





719 








MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Republic Rubber Holds 


Annual Sales Conference 


@® One of the most successful an- 
nual sales conferences of The Re- 
public Rubber Company, Youngs- 
town, Ohio, was held October 29, 
30 and 31, under the direction of 
O. S. Dollison, vice-president ‘in 
charge of sales, with discussions 
on various topics led by H. P. 
Schultz, sales manager, E. M. Ikirt, 
treasurer, R. M. Gattshall, man- 
ager distributor sales, H. W. Croys- 
dale, factory, C. H. Zieme, service 
engineer, and A. Brill, development 
manager. 

The conference marked the close 
of a very successful year for the 
tepublic organization, in which 
sales exceeded quotas established 
in a highly satisfactory degree. 
During the meeting plans were out- 
lined for an expanded program for 
the coming year, and a spirit of 





optimism pervaded all discussions. 
The organization feels that its fiscal 
year, which started November 1, 
will show continued progress. 

One of the outstanding features 
of the conference was the intro- 
duction of new products to the 
sales organization, among which 
were a new improved molded and 
braided pneumatic hose to be in- 
troduced under the old Tower brand 
name, and in addition to the trans- 
mission belt line of Super-Flex 
belting, an item designed for high 
speed and small pulley work. 

Discussions were also held con- 
cerning the use of new rubber sub- 
stitutes for particular services, as 
well as new applications which 
were developing for the use of me- 
chanical rubber goods. 

Plans were outlined for an ex- 
panded program and a greatly im- 
proved advertising campaign for 
1936. 


Sales force attending Republic Rubber sales conference. 
Ikirt, R. M. Gattshall, H. P. Schultz, O. S. Dollison, H. W. Croysdale, A. 


Front row: E. M. 


Brill, C. H. Zieme. Second row: M. C. Meyer, A. A. Schley, H. H. Sprinkle, 
G. L. Smith, N. M. Grove, J. H. Vandawarker, F. H. Howard, C. R. Conklin, 
C. R. Case and H. F. Morneweck. Top row: W. E. Barnard, J. F. Vogt, 
C. W. Stanton, T. D. Britton, M. W. Clark, C. P. Nolte, S. R. Colucci, J. P. 
Bird, A. W. Carriere and H. W. Blair. E. J. Schwartz, of the Detroit office, 
was unable to be present at the time this photograph was taken. 
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Thermoid Announces 
Personnel Changes 


@ The following personnel changes 
have been announced by Thermoid 
Rubber Company: 

Lloyd Leaver, vice-president in 
charge of sales of the Mechanical 
Rubber Goods Division of The 
Thermoid Rubber Company, Tren- 
ton, New Jersey, has resigned and 
Fred Matheis, for many years in 
active charge of the department 
routine, was elected assistant vice- 
president. He will continue to man- 
age the office of the Mechanical 
Rubber Goods Division. 

S. H. Lyons, dean of the Me- 
chanical Rubber Goods Sales Divi- 
sion, has been appointed eastern 
manager of this department. 


Chicago Purchasing Agents 
Sponsor Show 


@ On November 20 and 21 the 
Purchasing Agents’ Association of 
Chicago sponsored the 7th annual 
1935 Products Exposition at the 
Hotel Sherman. 

Milton J. Blair was guest speaker 
and his subject was “Values of 
Advertising.” L. E. Frailey, an- 
other guest speaker spoke on “The 
Forgotten Salesman.” 

Manufacturers and distributors 
exhibiting at this Show were Abra- 
sive Company, Acme Steel Com- 
pany, Ahlberg Bearing Company, 
Air Reduction Sales Company, 
Alexander Brothers, Incorporated, 
Barrett-Christie Company, Binks 
Manufacturing Company, Chase 
Brass and Copper Company, Chi- 
cago Belting Company, The Chicago 
Screw Company, Clipper Belt Lacer 
Company, Fairbanks, Morse and 
Company, Federated Metals Corpo- 
ration, Great Lakes Supply Corpo- 


ration, Samuel Harris and Com- 
pany, Heller Brothers Company, 
W. J. Holliday and Company, 


Independent Pneumatic Tool Com- 
pany, Jones and Laughlin Steel 
Corporation, Link-Belt Company, 
Macwhyte Company, The Payson 
Manufacturing Company, Pyott 
Foundry and Machine Company, 
F. Raniville Company, Revere 
Copper and Brass, Incorporated, 
Joseph T. Ryerson and Son, Incor- 
porated, Scovill Manufacturing 
Company, Scully Steel Products 
Company, and N. A. Strand and 
Company. 
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Catalog on Industrial 
Friction Materials 


@ A new brochure-catalog of J-M 
industrial friction materials of 
both flexible and rigid styles has 
just been published by Johns- 
Manville, New York City. 

The catalog contains brief de- 
scriptions of the complete line of 
industrial friction materials, in- 
cluding the woven and compressed 
and the folded and compressed 
products of the flexible types, and 
the friction block and molded va- 
rieties of the rigid styles. Mate- 
rials for facing both cone and disc 
clutches are also described.  In- 
cluded in the book, which is pro- 
fusely illustrated, are two 
condensed tables giving the com- 
parative characteristics of J-M 
industrial friction linings and 
brake blocks and of friction fac- 
ings, as well as three tables of 
recommendations. 


Allegheny Steel Promotes 
Bush 


@ Allegheny Steel Company, Pitts- 
burgh, has promoted Frank V. 
Bush to the position of service man- 
ager, superseding M. E. Harris, re- 
cently appointed assistant general 
manager. 

Mr. Bush began work with the 
company in 1920 in the order and 
billing department, later advancing 
to sales office manager which posi- 
tion he held until his present ap- 
pointment. 


Enlarges Jersey City Plant 


® Joseph T. Ryerson and Son, In- 
corporated, has completed a new ex- 
tensive addition to its Jersey City 
plant, making available an addi- 
tional 45,000 square feet of floor 
space for the stocking of steel and 
allied lines. 

The new warehouse is a 2-story 
brick building equipped with the 
latest equipment for the storing and 
handling of steel products. A 
special heating system holds the 
temperature at a uniform degree 
preventing any condensation of 
moisture or sudden change that 
would affect the quality and finish 
of special steels. 
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Selling Advantages! 


@ If you can sell the advantages of using a safe, 
fast-acting hoist that can't “creep,” that handles easily, 
that gives longer service —FORD TRIBLOCS offer you a 
chance to turn many profitable sales. 


Show your prospect why the FORD TRIBLOC brings him 
important economies and operating advantages. Tell him of 
the spur gears; the certified malleable castings—no cast iron; 
the drop forgings; the exclusive features of FORD design. 
A strong sales story that gets real sales action. 

Right now is a good time to sell chain hoists. Most man- 
ufacturing plants have less of this equipment than is 
needed—and many hoists now in use should be replaced. 
A good market waiting for you. 

Better post yourself on the outstanding FORD features. 

They'll make money for you. Tell us to send 
complete information and a supply of 
literature for your trade. 







FORD CHAIN BLOCK COMPANY 


Philadelphia, Pennsylvania 


An Associate Company of the 
American Chain Company, Inc. 


IN BUSINESS FOR YOUR SAFETY } 


FORD TRIBLOCS 


AND TROLLEYS 
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Robbins & Myers Hoists — Cranes 

















Have you an Account—using slow, laborious means of 


handling incoming raw materials or outgoing finished prod- 


uct? Sell them an Electric Hoist and you will be more 


welcome than ever. 


Robbins & Myers Ine. 


If you need help call on us. 


gy Springfield, Ohio 

















AN INNOVATION in TUBING... 
that you’ll want to be the first to present 
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IMPERIAL 
Flexible Tubing and Couplings 


VERYWHERE this sensationally dif- 

ferent tubing has been presented it 
has won widespread approval and excel- 
lent profits for distributors. 


Here at last is an entirely flexible tub- 
ing that is gas, oil, and air tight — ideally 
solving the problem of copper line break- 
age resulting from today's high engine 
speeds and flexible engine mountings. 


Imperial Flexible tubing is constructed 
with a brass metal inner core fused to a 


ALLIED IMPERIAL PRODUCTS 
Brass Fittings Air Nozzles 
Welding Equipt. Paint Spray Equipt 
Welding Rod Tube Cutters 


Flaring Tools 
Sette Faucets 
Copper Tubing 


to your trade 


compound covering, with a braided fabric 
on the outside to resist oil. It is proof 
against heat, cold, and vibration. Distribu- 
tors buy this tubing in coils from which 
any length desired can be cut and assem- 
bled by means of special couplings. 


Here is How it is Assembled: 


= 
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Attaching Coupling to Flexible Tubing 


Tubing ia cut to lenoth required and passed 
through nut “A and compressible sleeve **B."* 
Small grommet “D" is placed on end of tubing 
and the tubing pushed into body “€"' as far as 
it will go. Nut “*A"’ and Body “€"" are asaem 
bled and tightened, Result: A tight, leakproof 
joint 


Your customers will promptly 
see the advantages of this tubing for dependabie 
service on cars, trucks, buses, tractors, and lubri- 
cating systems of all kinds. You can share in 
this profitable business. Samples and details of 
our liberal distributor terms gladly sent. 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 
% Sie ai Cee 





























E. S. Streich, president of The Mil- 
waukee Brush Manufacturing Com- 
pany, Milwaukee, Wisconsin, just 
about to step into his car on the way 
to lunch, obligingly stopped long 
enough for the MILL SUPPLIES’ 
photographer to get this snapshot of 
him. Mr. Streich likes to make and 
sell industrial brushes and brooms, 
first of all, but he also has a great 
yen for fishing in the abundant 
waters of his home state, Wisconsin. 





Wittek Publishes New Catalog 


@ A new catalog on reel stands, 
roll feeds for punch presses and 
hose clamps has been issued by 
Wittek Manufacturing Company, 
4305 West 24th Place, Chicago. 
The book contains illustrations and 
informative data on each unit, and 
in addition, a schematic view of the 
roll feed illustrating a suggested 
method for mounting the feed on a 
punch press. 


Hays Ulrich Joins Barnes 


® Hays Ulrich, formerly with Luf- 
kin Rule Company, has joined W. O. 
Barnes Company, Incorporated, 
Detroit, as sales representative in 
the western Pennsylvania, West 
Virginia and southeastern Ohio 
territory, operating out of Pitts- 
burgh. 


Booklet on Refractory 


@ A booklet entitled “Fire Tamers” 
has been issued by Johns-Manville, 
New York City, covering the story 
of research and development in the 
refractory cement business. The 
booklet contains articles on the dis- 
covery, study and improvement of 
refractory products and each phase 
of the article is supplemented by 


MILL SUPPLIES 











actual photographs of the materials 
in use and of laboratory scenes. In 
addition, a brief description of the 


various every-day uses of the 
several kinds of refractories is 
presented. 


Crane Appoints Simmons 
Advertising Manager 


@® H. H. Simmons has been ap- 
pointed advertising manager of 
Crane Company, Chicago, which be- 
came effective November 15. Prior 


H. H. SIMMONS 


to this appointment Mr. Simmons 
was with Russell T. Gray, Incorpo- 
rated, Chicago advertising agency, 
for nine years as_ vice-president 
and account executive. 

Mr. Simmons has had broad 
training in industrial field advertis- 
ing which fits him admirably for 
his new duties. 


Silent Chain Drive Selector 


@ A silent chain drive selector has 
been issued by Morse Chain Com- 
pany, Ithaca, New York, for use 
by engineers and others to prop- 
erly select a chain drive within the 
range of 4 to 150 hp. or about 95 
per cent of the actual installations. 
The selector selects the number of 
teeth in the sprockets, pitch and 
width of the chain, gives the stand- 
ard center distance, figures the 
chain length, gives the diameters 
of the sprockets and even indicates 
the sizes which are carried in stock. 

The manufacturer states that the 
selector will be a help to duplicate 
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that satisfy 
your most 
exacting customers 


Show your most exacting customer some 
typical Kennedy Bronze or Iron Body 
Valves and you will find him attracted by 
their sturdy design, high grade metal, and 
accurate machine work. A single trial will 
demonstrate their ease of operation and de- 
pendability, and will win complete accept- 
ance for Kennedy Products. For over 50 
years Kennedy Valves and Pipe Fittings 
have been sold to industrial plants and con- 
tractors exclusively through supply houses; 
and the Kennedy policy of standing squarely 
behind every Kennedy Product enables 
dealers to recommend them conscientiously 
and without reservation. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 


VALVYES~PIPE FITTINGS~FIRE HYDRANTS 











INDUSTRY DEPENDS ON THE DISTRIBUTOR 








7 Sales by 
having a well selected 
stock of tools that will 
meet the most rigid 
specifications. 


Restock now for a suc- 














cessful New Year. 











THESE TOOLS DON’T STAY ON THE SHELF 


Depleted stocks can be filled immedi- 
ately from our factory in Cleveland or from 
our branch stores in New York, Detroit or 
Chicago. 


THE STANDARD TOOL (0. 


CLEVELAND ...... OHIO 


Twist Drills 
Reamers 
Milling Cutters 
Slitting Saws 
Countersinks 
Counterbores 
Taps-Dies 

Drill Chucks 
Sockets 
Sleeves 

Taper Pins 
Wheel Dressers 
Special Tools 
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325 MULTI-FLAME TORCH 
for all types of industrial work 


Surrasce for all kinds of work—heavy or 
light. The burner can be regulated to 
produce an enormous 10-inch blue flame 
or reduced to a small pointed flame for 
light soidering. Triple capacity pump. 
Steel vein liners. Especially efficient for 
work on copper tubing. 


Write for descriptive folder to the 


CLAYTON & LAMBERT Mec. Co. 


Michigan 


Detroit, 





Makers of World’s Largest Selling Firepots. 





DISTRIBUTORS 
MAKE 

MONEY 
WITH 












AIRFINISHING 
EQUIPMENT 
Including 


Airbrushes Air & Fluid Hose 


Airpainting Units Air & Fluid Valves 
Airdusters Sprayers 

Pressure Tanks Swivel Couplings 
Stri Ventilating Units 


Air Regulators Water & Oil Separators 


Everything for AIRFINISHING Plus 
Engineering service between our or- 
ganization and yours to help you 
make more money on the 

well-known Paasche 
line. Almost every 
call you make 
—a pros- 
pect. 











TLebb hbase 


Investigate the Paasche Line 
Write for prices, discounts and catalog 
full of information to belp YOU sell. 


easels Herbrush be 


1902 Diversey Parkway Chicago 
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machinery accounts designing 
chain drives for their equipment 
and also of help to the customer 
who uses an occasional drive in his 
plant. 


Catalog on V-Belt Drives 


® Catalog No. 278 covering V-Belt 
Drives manufactured by T. B. 
| Wood’s Sons Company, Chambers- 
| burg, Pennsylvania, has just been 
issued. This 44-page catalog con- 
\tains illustrations of the various 
types of drives manufactured by the 
company, in addition to actual 
photographs showing these drives 
in actual use. Information is also 
contained showing the advantages 
and uses of these V-belt drives, and 
how to select drives using stock or 
standard sheaves. 





Inland Steel Appoints 
Evans Manager 


® Keith J. Evans has been ap- 
pointed manager of the sale pro- 
motion division of Inland Steel 
Company, Chicago, and will be in 
charge of the company’s advertis- 
ing, sales statistics and commercial | 
research. He has served in a 
similar capacity with Joseph T. 
Ryerson and Son, Incorporated, 
since 1917 and will continue to do 
so in addition to his new position 
‘with Inland. Mr. Evans will have | 
| offices at both establishments. 

















iw. J. Hermes, formerly engineer | 
|with the Andis Clipper Company of | 
Racine, Wisconsin, has joined the | 
staff of Dumore Company, Racine, | 
as sales engineer in both a motor and | 
electrical tool capacity. Mr. Hermes | 
spent several months of study in the| 
Dumore plant and will travel the en- | 
tire country, contacting jobbers and | 
acting as an advisory engineer. 













tes 


screws 


prise 
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cour 







¢ 
Ass 
ALWAYS it 
100% m sible ~~ 
DISTRIBUTOR PeatntoutO"® trate 
COOPERATION -— elling 
. iio ne 
The Wm. H. Aware ualitY- 
OTTEMILLER 2_‘*** 
COMPANY 


YORK, PA. 
WE ALSO MANUFACTURE DARDELET THREAD SCREWS 


MARVEL 


High-Speed Edge 
HOLE 
SAWS 



























a 

new 

market 

These new High-Speed-Edge Hole Saws have 
a double market . . . the market held in 
common with ordinary hole saws and the poten- 
tially far larger market on drill 

presses and production equip- 

ment. They have a genuine 

18% Tungsten High Speed Steel 


cutting edge electrically welded 
to a tough alloy steel body; have 
the set and strength for deep 
e drilling, the cutting quality and 
cutting-life for production work. 
They increase drill press ca- 
Pacities and decrease mate- 
rially the cost of large holes. 

To the industrial distributor 

they offer an unusual oppor- 


tunity for volume sales and 
profits. 


Write for Circular 


Armstrong-Blum Mfg. Co. 


“The Hack Saw People” 
353 N. Francisco Ave., Chicago 
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G. R. Armstrong and E. F. Armstrong 
with C. A. Strout and O. A. Libby 
of Spartan Saw Works, Incorporated, 
in conference at G. R. Armstrong 
Manufacturers’ Supplies, Incorpo- 
rated, Boston. 





Gilmer Appoints 
Three Distributors 


@ The L. H. Gilmer Company, Phil- 
adelphia, has announced the ap- 
pointment of the following distrib- 
utors: 

The Boyer-Campbell Company, 
Detroit, Michigan, for Gilmer mul- 
tiple and F.H.P. V-belts, Kable 
Kord flat belts and belting, speed- 
age fabric endless belts and mis- 
cellaneous belts for special service. 

The Fulton Supply Company, At- 
lanta, Georgia, for the full line of 
Gilmer V-belts, Kable Kord and 
special belts. 

The Norvell-Wilder Supply Com- 
pany, Beaumont, Texas, for Gilmer 
multiple V-belts in the Texas oil 
fields. 


Nelson Completes Fifty Years 
with American Screw 


@ William C. Nelson, 67, western 
sales manager of the American 
Screw Company, Providence, Rhode 
Island, just completed fifty years 
with the corporation. He has 
served since October 31, 1885, when 
he began as an office boy. He has 
started his fifty-first year with of- 
fices at 219 West Randolph Street, 
Chicago. 


New Catalog on Foote 
Speed Reducers 


@ Foote Gear Works, Incorporated, 
Chicago, Illinois, has published 
an 88-page catalog on the Brad 
Foote line of speed reducers. The 
catalog contains catalog listing, ap- 
plications, price list, flexible cou- 
plings, cut gears of all kinds, power 
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The Watson-Stillman Sales Pol- 
icy was especially formulated to 
allow distributors to do an ag- 
gressive selling job at an attrac- 
tive profit. 





Distributors who are stocking and 


selling Watson-Stillman Forged 
Steel Fittings have found it a 
highly satisfactory and profitable 
line to sell. 


Investigate the Watson-Stillman 
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Alligator Steel 
Belt Lacing “Never Lets 
Go.” The most universally used 
beit lacing on earth. Supplied in steel, 
“Monel Metal,” and alloys in eleven sizes for 
belts up to § in. Standard boxes, “Handy Packages,” 
and long lengths. The Alligator and size number are 
stamped on the lacing. 
Sold only through jobber-dealer trade channels. 
Sole Manufacturers 
FLEXIBLE STEEL LACING COMPANY 


1633 Lexington Street, Chicago 
In England at 135 Finsbury Pavement, London, BE. C. 2 











B i| Sales Volume 
Ui] and Profits 





WELLS 


Metal 
Cutting 


BAND SAWS 


Sell Themselves 


For production, maintenance, 
general tool room or stock room 
work, here’s a machine that is 
needed by every metal working 
plant. Simple to operate and able 
to run continuously without cool- 
ant. Users reduce cutting time 
50% or more, saving on labor and 
time cost. Every trial installation 
has produced a sale. Its advan- 
tages will make it a profitable ad- 
dition to your line. Send for the 
circular today. 


Wells Manufacturing Corp. 
315 Seventh Ave., Three Rivers, Mich. 











b OILERS 











FOR HARD- 

an 
FLEXIBLE SPOUT 
HYDRAULIC PUMP 





OILER 





Here is an excellent seller from the com- 
plete Eagle line of oilers. The asbestos 
lined flexible steel spout holds any posi- 
tion in which it is bent, and oil can be 
discharged freely. Seamless drawn steel 
body, double seamed bottom, copper 
finish. All pump parts are renewable. 
There's a size for every requirement. 
The Eagle Flexible Spout Pump Oiler 
sells readily to garages, service stations, 
mills, mines, factories, foundries, rail- 
roads, ship yards, etc. Write for cata- 
log pages on this and other Eagle Oilers. 


EAGLE MANUFACTURING CO. 


WELLSBURG, W. VA. 
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transmission equipment and | 


sprockets. Complete data is given | 


for each unit, including ratios, mo- | 
tor specifications and list price. | 
Units are illustrated with photo- | 
graphs and line drawings, and di- | 


mensions in inches, weights and | 


motor frame numbers are also con- | 
tained in the book. A _ separate) 


sheet is included in the book which 
is a request for gear estimate which 
can be filled in and sent to the com- 
pany for information. On the re- 


|verse side of the sheet are plain 


rules on gearing. 


Hollander to Represent 
Medart in New York 





|\@ A. A. Hollander has been ap-| 


pointed district sales representa- 


|tive by The Medart Company, St. 





Louis, in the New York trade area, 
with offices at 1265 Broadway, 
New York City. 


New District Managers 
for Aluminum Industries 


@ A. E. Heroux, general manager 
of the paint division of Alumi- 
num Industries, Incorporated, Cin- 
cinnati, Ohio, announces the ap- 
pointment of C. L. Welch, Lee S. 
Abbott and George E. Fox, as dis- 
trict managers, effective October 
15. 

Mr. Welch will contact the trade 
in Minnesota, Wisconsin, Michigan, 
Indiana, Illinois and Ohio, with 








Hercules Equipment and Rubber 
Company, distributor of Goodrich 
mechanical rubber goods in the San 
Francisco area, recently obtained an 
order for over 4600 feet of conveyor 
belting to be used on the Hetch- 
Hetchy Water Supply and O’Shaugh- 
nessy Dam projects. Eight large rolls 
of belting in front of The B. F. 
Goodrich Company’s San Francisco 
office are shown above, awaiting de- 
livery to this distributor. 











Keep Up to Date on the 
CONSOLIDATED LINE 


NEW; Double Laundry Tray Fauce 








Heavy Pattern with Unions, 
for 2-Part Tray. 
Reversible Clamps 


Consolidated offers new and better laundry tray 
faucets. Top-mounted wing spout gives wider 
angle of swing; short clamping arms insure rigid 
installations; full - opening 
valves give clear water pas- 
sage; best pons makes 
for leakproof construction. 


Investigate the excellent 
distribator proposition 
under which all CON- 
SOLIDATED products are 





sold. 
Compression Stop and 7 
Drains with stuffing bor; 
rough body, finished 
trimmings. 
Consolidated 


Consolidated | sss, coos 
Brass Company | waver 





‘ AIR & GAS 
Summit Avenue GASOLINE 
and the R.R. LAWN GOODS 
LUBRICATORS 
DETROIT, MICH. OIL & gatise 

















SALES VOLUME! | BE YOUR STAR 
That's the stut to] SALESMAN, 


ladden the distribu- 
‘or’s heart 
YO J—who want more and better vol- 
ume—consider the “self-merchan- 
dising” ESICO display board with its six 
pepular industrial irons. Good-looking, 
chromium trimmed, staunch—it's available 
for your showrooms under the Esico sales 
policy —F REE! 
Make this a golden Christmas—assure satis- 
fled users—get the story about the electric 
soldering iron line that sells itself—that 
is backed-up by a decade of real merchan- 
dising! 
Write direct for complete information. 


Electric Soldering Iron Co. 
342 West 14th St., New York, N. Y. 
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Above is the Hamilton family of the 
Dumore Company, Racine, Wiscon- 
sin. In the center is L. H. Hamil- 
ton, president of the company. Jim 
(left) and Bob (right) are both work- 
ing in the plant, Bob being adver- 
tising manager. 





headquarters in Chicago; Mr. Ab- 
bott wili represent the company in 
Kansas, Missouri, Oklahoma, Ar- 
kansas, Louisiana and Texas, with 
headquarters in Tulsa, and Mr. 
Fox will cover the territory along 
the Atlantic seaboard, including 
that portion of the country east of 
Pittsburgh and as far south as Vir- 
ginia, including the states of New 
York, New Jersey, Delaware, the 
New England states, Virginia and 
West Virginia, with headquarters 
in New York City. 


Link-Belt Moves 


@ The executive offices of the Link- 
Belt Company, for many years in 
the Standard Oil Building, 910 
South Michigan Avenue, Chicago, 
have been moved to the Bell Build- 
ing, 307 North Michigan Avenue, 
Chicago. 


Pocket Size Data Sheets 


@ A set of pocket size data sheets 
has been published by Chain Belt 
Company, Milwaukee, Wisconsin, 
manufacturers of Rex chain and 
conveyors. It is made up of four 
celluloid sheets printed on both 
sides, containing data on bucket 
elevators, belt conveyors, popular 
sizes of chain, concrete mixers, 
metal castings and hardness con- 
version table for structural alloy 
steels. It is contained in a pass- 














| To Those Who Want To Sell 


RADICALLY IMPROVED HOIST 





<a 














i) 
i 


PERFORMANCE 


We Say—lInvestigate This 


New Coffing— 


“CHALLENGER” 


Here is an entirely new type of hoist. A 
chain hoist that requires no hand chain to 
lift the load. Twin levers, with rope pull, 
do the job. And they do it far faster and 
easier than any chain hoist on the market. 


Other important advantages for your cus- 
tomers are: Load is ‘gravity lowered, a simple 
governor accurately controlling the speed. 
When the hoist is free of load, slack in the 
load chain can be taken up by simply pulling 
on the loose end of the chain. For quick 
adjustment, this chain can be freely pulled 
out by releasing the clutch. 


Faster action—easier action—reduced ma- 
terials handling time—economical cost. 
These are the keynotes of the Challenger. 
You should have the facts on this hoist and 
the o opportunities it offers. May we send 
them? 


COFFING HOIST COMPANY 


Danville Illinois 
COFFING “nesicn” 





COFFING 
RATCHET 
HOISTS 


Capacities % to 6 Tons 














HOISTS 











book folder making it easy to carry 
around in a pocket. 
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One Minute 





Sales Talk 
For Safety 


Dealers— 


“There are 84 hooks to each strip of belt 
hooks. All hooks except Safety Belt 
Hooks are separate units in service. The 
84 Safety hooks are ONE unit—held by 
the Steel Binder Bar. Yet the dividing 
of this unit into any size necessary for 
a lacing, still leaves ONE unit to handle. 
Result, a quicker—easier lacing—a bet- 
ter lacing—a longer lasting lacing. No 
waste and time and money saved. Let 
me put you down for some and try them 
out.” 

It would be well for you to have some 
of the belt ends, shown at left, with 
which to visualize your talk. Many 
dealers are using them effectively. Send 
for yours. 


Safety Belt Lacer Co. 


Factories Bldg., Toledo, Ohio 
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CHICAGO EYE SHIELD CO. —— 
|\@ A new 4-page file-size bulletin 
Here is the one source of supply for |“Jdeal Universal Mica Under- 
industrial head and eye cutter” is being distributed by 
safety equipment Ideal Commutator Dresser Com- 





| pany, Sycamore, Illinois. This is a 
RESPIRATORS | technical bulletin describing this 


Cesco’s line of respirators and dust masks are | undercutter. 
judged by the service they render and the | 
demand upon jobbers to supply their custom- | 
ers. They are selling! 


| Kennedy Valve Appoints 
| Michigan Distributor 


|@ Frank DeWitt and Company, De- 
| troit, Michigan, has been appointed 
| by The Kennedy Valve Manufac- 
| turing Company, Elmira, New 
| York, as its representative in the 
|lower peninsular of Michigan in- 
‘cluding the city of Detroit. The 
company will handle the sale of 
| Kennedy iron body and _ bronze 
valves, malleable iron and bronze 
| screwed fittings and cast iron 
| flanged fittings and flanges for in- 
| dustrial plants and commercial and 
| residential buildings of all types. 





75 TYPES OF GOGGLES 
SANDBLAST MASKS 
WELDING HELMETS 

HAND SHIELDS 


Salesmen’s catalog sheets, prices and dis- 
counts can be secured by writing Chicago 
Eye Shield Company, 2329 Warren Bivd., 


| s . . 9 
Chicago, I | Addition to Worthington’s 


Buffalo Plant 
@ An additional machine shop 





| building will be erected at the 
Buffalo works of the Worthington 
Pump and Machinery Corporation, 
Harrison, New Jersey, according to 
a recent announcement by the 
company. The new addition will | 
cover a floor-area of 75,000 square 
feet and will supplement the pres- 
ent capacity of the Buffalo works, 
adding materially to the plant facil- | 
| ities for the manufacture, assembly | 
and testing of its products. It is | 


E V EE id e | M4 FE cxrected the new building will be 
| ready for occupancy about the first 


of the coming year. 
for a needle valve 











| Republic Steel Announces 
Personnel Changes 


|@ N. J. Clarke, vice-president in 
|charge of sales for Republic Steel 
|Corporation, Youngstown, Ohio, | 
has announced that Robert J. Work- 
ing has been appointed district 
sales manager in the Birmingham, 
Alabama, territory, succeeding | 
Kenneth D. Mann, who resigned to 
become executive vice-president of 


True, a Bristo is only a screw. Yet 
it is made in an instrument factory 
where quality standards prevail. No 
wonder, then, that it is built to such 
close tolerances that one of the largest 
companies in the country is using 
thousands of Bristo Set Screws with 
cone point as needle valves for pre- 
cision flow control. The Bristol Com- 


pany, Waterbury, Connecticut. 
cs rs j O Truscon Steel Company. 
I Paul R. Johnson will succeed Mr. 


TRADE MARK REG. U. S. PAT. OFF. Working as district sales manager | 
| in the Cincinnati territory. 








SOCKET HEAD SET AND CAP SCREWS 
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Sel _ ——==== 
LOWER COSTS 


with 


DAGGETT 


BALL BEARING 
LOOSE PULLEYS 














Sales will result when you point out to your 
customers that Daggetts will not only give the 
most efficient and consistent service, but will cut 
operating costs definitely. 

They will save time in daily oiling, cost of 
lubricant and replacements and loss in power 
from friction. 

Daggetts are simple in construction and ac- 
curately machined. They include only the finest 
materials. 


Our profit margin and engineering assistance 
will interest you. 


Write for complete information. 


CHICAGO PULLEY & 
SHAFTING CO. 
19 N. Desplaines St. CHICAGO, ILL. 


PSwiss\ 
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FILES OF PRECISION 





SWISS PATTERN 
FILES 
MADE IN U.S.A. 


Pull 


American Swiss pattern files are 
the only type we manufacture. 


More than 2,000 regular shapes, 
cuts and sizes from which to 
choose. 


There is an American Swiss file 
to fit the most intricate filing 
job. 


Specials made to order. 


AMERICAN SWISS 
FILEAND TOOL CO. 
Elizabeth, N. Jj. 


Buy from the nearest 
distributor 
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There is no substitute 


for the 


SHERMAN 
HOSE CLAMP 





WHERE IS THE BIGGEST 
VALUE IN SAWS? 


The depression led industrial users to seek 
this and, in turn, distributors sought it. 
And, as more and more of them did so, 
Ohlen-Bishop’s sales position climbed 
rapidly. For they found that Ohlen- 
Bishop had steadily been making the 
greatest values to be had anywhere. 











Made of heavy sheet brass, rust-proof 
clear through. Cannot injure hose and is 
everlasting! 

Even grip all around. Conforms perfectly 
to shape of hose. Grips absolutely tight at 
every point. Can be opened up, removed 
and used over again. 

These and other exclusive features make 
Sherman Brass Hose Clamps the standard 
of quality. 





If you are not carrying Ohlen-Bishop saws, 

Martin H. Kidder, advertising and in- | investigate them NOW!—the highest 

dustrial relations director of The | quality saws made at prices that are in- 

| American Foundry Equipment Com- comparable. 

| pany, Mishawaka, Indiana (right) aaa : : ae 
seems very well pleased with the | REMEMBER Ohlen-Bishop saws are sold 

order received by the company re- | through distributors! 

cently. Harvey A. Soverhili, mana- 


ger of the Electric Air a | 
Company Division of the company, THE OHLEN- BISHOP CO. 


is holding the order. Columbus, Ohio 






















Sherman clamps made in great variety of 
sizes to fit any diameter hose. Packed in 
strong pasteboard boxes with plain labels. 
Prompt service assured because we carry 
the biggest stock in the world. 

Write for complete information, including 
distributor terms. 





Charles W. East, formerly of the | 
Birmingham office, has been named 
assistant manager of sales in Re- 
publie’s pipe division, succeeding 

; George E. Clifford, recently ap- 
ate ctmmeeent oe rans pointed district sales manager in | 


| the Los Angeles territory. 
Announcement is also made that | Vv i S| 
| C. A. Cherry has been appointed | 
district sales manager in the | " 
Buffalo, New York, territory, re- | 103 YEARS 
placing Thomas B. Davies, who has CONSUMER 
patie Car | been transferred to Republic’s alloy | ACCEPTANCE 


steel division in Massillon, Ohio, as | 


H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 


“THERE IS A SHERMAN CLAMP 
FOR EVERY PURPOSE.’ 


























Movers r special representative. TIME 
are sold on TESTED 
a sound Cl : 
— changes Name 
merchandising 7 ee . TIME 
plan. @® United Machinery Company, PROVEN 
Portland, Oregon, has changed its 


name to Ramsey Machinery Com- 
pany, manufacturer of the Ramsey 
3-speed hand winch. The offices 
are now located at 1626 N. W. 
T, Thurman Street. 


We consider the mill supply distributor 
our logical sales outlet and cooperate Goetze Gasket 


with him to the fullest extent. Issues New Catalog 
All inquiries are referred to the dis- 


tributor in whose territory they orig- @ Catalog No. 48 on metallic and SOLD ONLY 
SS 2 ol yo a _ semi- metallic gaskets, sheet and | THROUGH 
tributor representation and then only stuffing box packings, sealing com- DISTRIBUTORS 
at our suggested resale prices. pounds, gasket cutting tools, valve | WITH FULL 

APPLETON-ATLAS | discs, filter screens and metal | PROTECTION 


| 
CAR MOVER CORPORATION | stampings has been issued by | 
2947 No. 30th Street Goetze Gasket and Packing Com- | 

| 


MILWAUKEE, WIS. pany, Incorporated, New Bruns- 
(FORMERLY OF APPLETON, WIS.) wick, New Jersey. 


THE CHA 


RLES PARKER Co. 
MERIDEN CONN. 
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SELL 
THE BEST 


Good merchandise is easier to 
sell and make satisfied customers. 
Gardiner Flux-Filled Solder is the 
highest 

vality — 

oes bet- 
ter, neater 
work—as- 
sures per- 
manent 
bonds — 
saves la- 
bor costs. 


Further- 
more, due 
to modern 
methods 
of produc- 
tion Gardiner Solder actually 
costs less than even ordinary 
makes. 


We also make bar, solid wire 
and pellet solders, babbitts, and 
dipping metals. 


eA eZ: 7, 
= etn: 4 3 


| 4833 So. Campbell Ave., Chicago, Ill. 








In 1, 5 
and 20-lb. 
spools, 











New File Catalog 


|@ Simonds 


Saw and Steel Com- | 
|pany, Fitchburg, Massachusetts, | 

| has issued a 24-page hand- book | 
| size catalog on Red Tang metal saw | 
| tooth files. The book contains pho- | 
| tographs showing construction of | 
files, and descriptive data, as well) 
| as file information and price-lists. | 


Illustrated Price List 


@ Samuel C. Rogers and Company, | 
| Buffalo, New York, has issued an) 
\illustrated price-list covering its 
| various new models of its knife and 

saw grinding machinery. 


Reeves to Distribute Products 
on Pacifie Coast 


|@ Announcement has been made by | 
| Reeves Pulley Company, Columbus, 
Indiana, that effective October | 
| 1, the complete line of Reeves vari- 
|able speed control equipment will | 
| be distributed on the Pacific Coast 
'from the branch offices of Chain | 

| Belt Company. These offices are | 
| | | located in Los Angeles, San Fran- 








| cisco, 


Portland and Seattle. 





HARPER 


for 


BRASS CAP NUTS 


Be 


Our large stocks and special 
order department, assuring 
prompt deliveries, and our at- 
tractive distributor discounts, 
make us your logical source of 
cupply for brass cap nuts. 
ite for samples and prices. 














HARPER BRASS CAP NUTS 
ARE AVAILABLE IN PLAIN, NICKEL 
PLATE, AND CHROME PLATE FINISHES. 


SIZES: 4-36 TO %-10; ALSO, 
5.A.E. SIZES. 











| Cireular on “Bondtru” 
@ Charles Bond Company, Phila- 
delphia, has issued circular Num- 
ber F-7, illustrating its most re- 
cently patented Bond flexible cou- | 
pling, known as “Bondtru.” 


Electric Heating Data Book 


@ A 24-page comprehensive data 
book on heating comparisons, No. 
236, has just been issued by Elec- 
tric Air Heater Company, 
of American Foundry Company, 
Mishawaka, Indiana. The _ book 
illustrates and describes space heat- 
ing by Electromode forced heat, 
gives cost comparisons with other 
methods of heating and detailed in- 
formation on heating costs, with all 
types of heating methods compared. 


Division 


Booklet on Dise Water Meter | 





@® Worthington-Gamon Meter Com- | 





* 
The H. M. HARPER CO. 


Chicago, Ill. 


2622 Fletcher Street 


pany, Harrison, New Jersey, has | 
published a booklet on Model R| 
split case type Disc Water Meter, | 


| known as Bulletin M-975-B31. 
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e higher quality 
belts that save 
your customers 


money and assure 


repeat orders .. . 





MALABAR 


unexcelled forconvey- 
ing and elevating... 


HETMACO 


excellent where oil, cutting com- 
pounds, acids, etc., are present. 


HETTRICK 


the standard stitched canvas 
belt for over 40 years. 


Wren you sell Hettrick Belting you 
sell long-lived, economical performance 
that wins customers’ respect and future 
business. Hettrick is not just another belt- 
ing. Its exceptional pod places it in a 
class by itself. The Hettrick resale price 
set-up means added profits for you. You 
will be interested in our sales plan. 


The HETTRICK MFG. CO. 


Summit at Magnolia Sts. 
TOLEDO, OHIO 














1935 


1905 (Strand 


FLEXIBLE SHAFT 
MACHINES 


VERTICAL AND HORIZONTAL 
TYPES 





FOR 
GRINDING 
POLISHING 

DRILLING 
REAMING 
WIRE 
BRUSHING 
SANDING 
NUTSETTING 
SCREWDRIVING 
LATHE 
GRINDING 
ROTARY 
FILING 
AND 
MANY 
OTHER 
OPERATIONS 


Ye to 2 H.P. 










64-Page Catalog 
of 
Quality 
Machines 


N. A. STRAND & CO. 


MILL SUPPLIES 








Catalog on Rotary Files 


@ Catalog Number 11 on rotary 
 sapheinny A files, hand cut, has been released 
plants aged lie by M. A. Ford Manufacturing Com- 

7 / : pany, Davenport, Iowa. This book, 
which contains 24 pages, is pro- 
fusely illustrated with actual pho- 
tographs. In the front of the book 
are photographs showing how these 
files are manufactured. Data is 





EALERS who sell the “Lonergan also contained regarding the order- 
Line” get daily first-hand proof ing of files, also descriptive infor- 
of the sales-creating value of Lonergan 


service and co mation on the different types of 
operation. They files manufactured by the company. 
know the reputa- 

tion of Lonergan 
steam specialties, 
the prompt, care- Medart Announces 
ful attention that 
is given to every New Catalog 
order. They know ‘ a ; : Get Our LOW 
by experience that ® Medart Company, St. Louis, Mis- | PRICE on this 2’, 













Model “B. 0. E.” 


Pressure Gauge Lonergan products souri, has announced publication | 10,000 Gal. Size 
insure satisfied cus- ry N fics WR il ies . 
tomers and lead to a steady flow of of Catalog Number 75, which cov- 





repeat orders. ers the complete line of Medart- JAEGER “SURE PRIME” 


Back of every Lonergan product is more Timken pillow blocks, hanger bear- PU MPS SELL FASTER.. 

than a half a century of manufacturing ings and unit mounts. 

experience in the steam specialty field. 973! —4."—6/"—§’" SIZES 
Have you our latest catalogue Beat competition, make money with 


in your file? America’s fastest selling line of compuet, 


y M q . imi ‘ntrifugals. Amaz- 
New Bulletin on Koroseal ne. —_-.- 


J. E. LONERGAN (i @ @ A 12-page illustrated bulletin | THE JAEGER MACHINE CO. 
213 Race St.: Phila.. Pa. describing the synthetic rubber- 501 Dublin Avenue, Columbus, Ohio 

like material known as Koroseal, 
has just been released by The B. F. 
Goodrich Company, Akron, Ohio. 
The bulletin lists the various forms 

| in which it is available and uses for 
2 which it has been successfully 
adapted. 




















* Gis es 


Guaranty 


Ml this license have been according 


by Licensee to pur- 
chaser, all sales under 


to public sales policy on file with 
The American Institute of Fair Competition. Inc 





We sell only through Independent Wholesaler- the most popular, 


powerful, and_ versatile 
cleaning device ever built... 
CLEMENTS- 
Cc ADIL LA Cc The Clements-Cadil- 


lac Blower-Sprayer- 


Retailer channel. The Irwin Auger Bit Company 





The Label Shown 











mf 4 a Suction Cleaner is a 

A b 6) y e Appea rs z 4 ° BLOW ER multi - purpose tool 

P 4 om ® SPRAYER with more than 100 
so Py SP te a ® CLEANER practical uses. 

On All G Oo Oo d S Used as a blower it 

i sa j = delivers clean, dry air 
Selling lamps to light the Caro at high velocity, yet low pressure, making 
a linas, these enterprising Hygrade it most effective for cleaning motors, gen- 

Shipped From the Sylvania salesman are shown here erators, -_ os “4 po tae oi gM ee 

beating the heat in the Carolinas. causing dirt. [It can also be used to 
° ° P : ° spray light liquids and for suction clean- 
° - While the natives enjoyed their sies- ing of bins, etc. It is the most powerful 

Irwin Auger Bit tas, these boys decked themselves blower for its size ever built. 

; in tropical gear and with the mer- Your customers can reduce maintenance 
cury mounting to 102 degrees in the costs with this efficient blower. Aad you 
shade stalked the languid buyers in Com SCORE Sow Procnerre SAIee., Wyte 

Co. WILMINGTON, OHIO their lairs, and proved their ability NOW for gage bo distributors’ terms. 
to carry on under old Sol’s severest ae a 
punishment. They seem to have won 

.) equal distinction with the English, CLEMENTS MFG. CO. 


as according to Noel Coward, only 
| “Mad Dogs and Englishmen Go Out 6650 Narragansett Ave., CHICAGO, ILL. 


in the Noonday Sun.” 
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MODEL 95 


Multi-Speed Buffer and 
Polisher—Alternating Current 


For many years distributors have had 


difficulty in providing plating polishers | 
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and buffers with proper speeds in the | Dart Mfg. Co., E. M. ........... 


ever-increasing alternating current dis- 
tricts. 


The U. S. Model 95 Buffer and Polisher 
meets this long-felt need. This heavy-duty 
buffer is extremely simple in design, positive 
inaction, and very flexible in speeds. Patented 
gear drive trans- 
mission — a fea- 
ture not obtain- 
able in any other 
make machine. 
Rugged construc- 
tion eliminates 
vibration. Re- 
mote control as- 
sures motor pro- 
tection at all 
times. Available 
for 220, 440, 
550 volts, any 
cycles, 2 or 3 
phase. 





Sold under UT’. 8. 
6-ply Certified Dis- 
tributor Plan, 


1, FULL LINE 

2. SUPER- 
QUALITY 

3. ECONOMICAL 
PRICE 

4. PROTECTION 

5.GOOD PROFIT 

6. SALES AID 


ae 
A Sound Founda- 


ra tion for Electrical 
Tool Sales and 
Write fe ra for our Profits. 
and our 
owe oAtable “jale 8 terms, 





The U. $. ELECTRICAL TOOL CO. 


2498 West Sixth St. Cincinnati, Ohio 


In Canada: 
Maple Leaf Electric Tools Ltd., Toronto 
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